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Men  can  now  buy  condoms  that  fit 
perfectly.  Mates  are  the  only  condoms  that  come  in 
a  comprehensive  range  of  different  shapes  and  sizes.  A  fact  we'll  be 
highlighting  in  a  forthcoming  advertising  campaign.  A  campaign  you  won't  fail  to 
miss.  It's  going  to  be  extra  large.  Which  is  only  fitting  for  the  fastest  growing  brand  in  the  market. 


Proposals  by  the  Medicines  Control  Agency  to 
strengthen  the  existing  controls  on  the 
advertising  of  medicines  (C&D  September  18) 
have  drawn  an  unprecedented  level  of 
opposition.  With  the  consultation  period  ending  a 
week  ago,  the  industry  -  both  ethical  and  OTC  -  is 
now  waiting  to  see  what  the  MCA's  next  move  will 
be.  The  PAGB,  which  operates  a  self-regulatory 
code  of  practice  for  OTC  trade  and  consumer 
advertising,  went  so  far  as  to  obtain  a  legal  opinion 
on  the  new  powers  the  MCA  is  proposing  for  itself. 
While  no  one  would  deny  the  Government's  wish 
that  legislation  should  be  effective,  counsel's 
conclusion  is  that  the  proposals  could  give  rise  to 
problems  which  were  successfully  avoided  in  the 
original  regulations.  While  there  are  grounds  for  a 
ban  on  the  sampling  of  medicines  to  the  public,  the 
message  to  the  MCA  is  that  since  the  self-regulatory 
system  works,  why  'fix'  it?  And  'fix'  it  with  a  system 
which  gives  the  Agency  unprecedented  powers,  and 
also  lays  it  open  to  the  threat  of  judicial  review. 
Additionally,  any  decision  made  by  the  MCA  may 
not  be  binding  on  the  Advertising  Standards 
Authority,  and  thus  a  parallel  system  of  control 
could  be  created.  The  MC  A  will  be  aware  of  the  level 
of  angst  it  has  aroused.  Like  many  organisations,  it 
is  feeling  its  way  with  its  new  political  masters,  and 
!the  customary  entente  cordiale  with  the  industry 
seems  to  have  been  suspended  while  relationships 
bed  down.  There  is  little  need  for  the  MCA  to 
undermine  the  established  self-regulatory  and 
statutory  control  systems  when  all  that  may  be 
needed  is  a  revision  of  the  Medicines  Act  Leaflet  37 
(last  revised  in  1990)  to  clarify  which  parts  of  the 
legislation  are  being  'misinterpreted  by  industry'. 
Consistency  in  interpreting  the  regulations  is 
important,  and  the  MCA  must  take  the  lead,  but 
surely  it  makes  sense  for  the  existing  and  effective 
self-regulatory  system  to  cany  the  burden? 
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NHSE  drafts  EDI  policy 


Any  system  for  electronic  data 
interchange  (EDI)  for  prescrip- 
tions must  ensure  equal  opportu- 
nity between  pharmacies  and 
must  not  direct  patients  to  spe- 
cific pharmacies,  believes  the 
NHS  Executive. 

These  requir  ements  are  among 
those  published  this  week  in  the 
Executive's  draft  statement  of 
policy  on  EDI,  being  sent  out  for 
consultation.  The  statement 
complements  the  15  key  princi- 
ples for  development  of  EDI  sys- 
tems previously  published  by  the 
professions. 

The  document  sets  out  objec- 
tives which  might  be  applied  to 
any  EDI  options.  The  NHSE 
assumes  paper  prescription 
forms  will  continue  in  parallel  for 
some  years. 

The  document's  main  points: 

•  prescription  data  should  be 
used  to  contribute  to  better  care 
for  NHS  patients  and  better  man- 
agement of  NHS  resources.  EDI 
could  facilitate  the  collection  of 
valuable  additional  data,  which 
would  be  a  matter'  for  consulta- 
tion with  NHS  professionals  and 
patients.  The  rights  and  needs  of 
patients,  NHS  professionals  and 
the  NHS  as  a  whole  must  all  be 
taken  fully  into  account 

•  the  potential  value  of  existing 
and  possible  additional  data  will 
only  be  realised  through  fully 


compatible  systems  which  con- 
form to  agreed  and  published 
standards.  Their  design  and 
operation  must  not  diminish 
patients'  freedom  to  have  pre- 
scriptions dispensed  at  their 
pharmacy  of  choice.  The  direc- 
tion of  prescriptions  by  doctors 
or  pharmacists  to  specific  phar- 
macies must  not  be  facilitated. 
There  may  be  ways  of  enabling 
every  dispensing  contractor  to 
draw  any  EDI  prescription  from 
any  prescriber,  on  presentation 
of  the  prescription  form 

•  fully  compatible  systems  are 
necessary  to  ensure  eqiral  oppor-' 
tunity  between  pharmacies.  It 
would  be  unacceptable  if  only 
some  were  able  to  receive  EDI 
scripts  from  certain  GP  practices 

•  analysis  of  newly-available 
data  will  only  be  of  high  value  to 
the  NHS  if  there  continues  to  be  a 
central  database,  which  is  not 
used  for  commercial  puq^oses, 
managed  by  an  NHS  body  or  on 
behalf  of  t  he  NHS.  A  central  data- 
base would  allow  new  controls 
to  be  developed  for  the  preven- 
tion and  detection  of  prescrip- 
tion fraud.  It  could  also  make 
processing  by  the  Prescription 
Pricing  Authority  more  efficient 

•  fully  compatible  systems  are 
also  necessary  to  help  ensure  a 
free  and  competitive  GP  and 
pharmacy  system  supplier  mar- 


ket and  future  flexibility 

•  funding  arrangements  must 
not  influence  NHS  prescribing  or 
dispensing  in  undesirable  ways 
which  do  not  accord  with  good 
professional  practice,  are  not  for 
the  benefit  of  patients  or  are  not 
cost-effective  for  the  NHS.  EDI 
options  will  be  subject  to  an 
appraisal  of  their  costs,  benefits 
and  risks  before  the  NHSE 
makes  any  decision  orr  public 
sector  or  PFI  funding 

•  the  design  of  any  EDI  process 
must  be  based  on  sound  profes- 
sional prescribing  and  dispens- 
ing practices,  while  being  flexi- 
ble enough  to  accommodate 
future  changes  in  these  practices 

•  there  is  a  need  for  safeguards 
to  ensure  the  security  and  confi- 
dentiality of  patient  data. 
Patients  and  professionals  must 
have  confidence  in  the  effective- 
ness of  the  safeguards.  There 
should  also  be  clear  policies  on 
appropriate  uses  of  data  after 
transmission.  Information  about 
individual  prescribers  and  their 
practices  should  be  made  avail- 
able only  on  a  direct  'need  to 
know'  basis  for  patient  care  or 
other  specified  purposes  within 
the  NHS. 

Comments  by  December  2  to 
NHSE,  DoH,  Room  173  Rich- 
mond House,  79  Whitehall,  Lon- 
don SW1A  2NS. 


EPIC  moves  for 
fraud  defence  cover 

The  MSF  Union  is  looking  into 
the  possibility  of  arranging  insur- 
ance cover  for  employee  pharma- 
cists accused  of  script  fraud. 

The  idea  was  discussed  at  a 
meeting  between  the  Employee 
Pharmacists  in  the  Community 
(EPIC)  steering  committee  and 
MSF's  Gerry  Looker  on  Sunday. 
Chairman  Bob  Gartside  told  C&D 
that  employee  pharmacists 
accused  of  fraud  had  no  one  to 
turn  to  for  legal  advice  or  help 
with  defence  costs.  The  National 
Pharmaceutical  Association  re- 
cently decided  to  exclude  fraud 
from  its  defence  benefits, 
although  it  retains  discretion  to 
defend  members  where  evidence 
is  inconclusive  (C&D  August  16, 
p6).  MSF  already  offers  personal 
liability  insurance  to  members. 

EPIC  is  embarking  on  a  recruit- 
ment drive  for  new  members, 
now  MSF's  reorganisation  is  com- 
plete and  Mr  Looker  has  taken 
over  responsibility  for  the  group. 
Local  networks  will  be  set  up 
early  next  year  to  bring  together 
current  and  potential  members.  A 
two-monthly  newsletter  will  be 
launched  on  November  18,  giving 
employment  advice  and  informa- 
tion on  activities.  EPIC  will  also 
make  a  presentation  at  the  NPA's 
North  West  conference  in  War- 
rington on  November  15. 

Pharmacists  wishing  to  join 
EPIC  should  contact  the  secre- 
tary on  0181  864  6743. 


PPA  publishes  its  annual  report 


Average  prescription  cost  1996/97  (£) 


The  Prescription  Pricing  Author  - 
ity's annual  prescription  intake 
rose  above  500  million  items  for 
the  first  time  in  January,  accord- 
ing to  its  1996/97  report. 

This  compares  with  355m 
items  received  in  1986-87.  This 
represents  an  increase  of  more 
than  40  per  cent  over  the  decade. 

In  the  report,  the  PPAs  chief 
executive,  Alan  Hilton,  spoke  of 
his  frustration  with  the  NHS 
Executive  for  being  unable  to 
agree  to  a  code  which  would 
allow  the  PPA  to  use  its  database 
to  generate  income  while  ensur- 
ing patient  confidentiality. 

He  affirmed  the  strength  of  the 
prescription  processing  service, 
and  said  performance  levels  had 
been  beyond  expectations.  He 
also  noted  that  developments  to 
information  services  have  allow- 
ed users  to  mierrogate  databases 
for  specific  information. 

The  PPA  overlie  id  is  less  than 
1  per  cent  of  the  i  ii.il  drugs  bill. 
Mr-  Hilton  is  concerned  that  pres- 
sures on  baseline  funding  could 
affect  the  accuracy  of  payments 
to  contractors,  where  a  deterio- 
ration of  0. 1  per  cent  could  result 


in  a  S5  million  increase  to  the 
drugs  bill. 

The  PPA  has  been  paying  dis- 
pensing contractors  directly 
since  April,  and  is  responsible 
for  handling  about  £3.5  billion  of 
public  money,  the  largest  sum 
entrusted  to  a  single  NHS  body. 

•  Two  million  prescription 
items  are  processed  daily  with 
a  value  of  £18  million. 

•  The  PPA  processes  half  a 
billion  prescriptions  a  year  with 
a  value  of  £4.5  billion, 
representing  11  per  cent  of  NHS 
expenditure. 

•  The  cost  of  processing  one 
prescription  in  the  PPA's 
processing  divisions  has 
decreased  from  five  to  three 
and  a  half  pence. 

The  output  per  employee  in 
processing  divisions  has 
increased  from  247,000  items 
per  year  in  1987-88  to  423,000  in 
1996-97,  an  increase  of  71  per 
cent. 

O  30,000  indicative  prescribing 
budget  statements  were  issued 

every  month  during  1996-97. 


Pharmacist  and 

Dispensing 

appliance 

doctor 

contractor 

Basic  ingredient  cost 

8.181 

7.975 

Discount 

-0.616 

-0.734 

On-cost  allowance 

0.028 

0.839 

Fees 

1.363 

0.914 

Container  allowance 

0.066 

0.038 

9.022 

9.032 

Oxygen  therapy 

0.040 

0.002 

VAT 

0.026 

1.041 

Average  total  cost 

9.088 

10.075 

Number  of  prescriptions  submitted  to  PPA  from  all  sources  from 

April  1,1996 -March  31, 1997 

Source 

Prescriptions  (m) 

% 

Pharmacists  and 

453.0 

90.6 

appliance  contractors 

Dispensing  doctors 

34.0 

6.8 

Personal  administration 

10.7 

2.1 

Other  authorities 

2.6 

0.5 

TOTAL 

500.3 

100 

During  the  Fraud  Investigation 
Unit's  first  year,  430  cases  were 
registered  for  investigation.  It 
continues  to  send  health  authori- 
ties schedules  of  patients  whose 
exemptions  have  been  selected 
for  checking.  Similar  schedules 
are  sent  to  the  Department  of 
Soc  ial  Security. 


The  Unit  has  developed  a  num- 
ber of  computer  programmes  to 
identify  'unusual'  prescribing 
and  dispensing  patterns.  Patients 
whose  exemption  claims  cannot 
be  substantiated  are  contacted 
by  FIU  officers  and  invited  to  jus- 
tify their  claim  or  repay  the 
money  due. 
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V    S  Che"Mistrv  Homework^1  7~Wl     7-11  /HC  ^.JU 


The  Royal  Pharmaceutical  Society  is  warning  members  that  older  teenagers  may  try  to  buy  chemicals  for 
home-made  fireworks  following  the  implementation  of  new  regulations  which  raise  the  minimum  age  for 
buying  fireworks  from  16  to  18.  The  Department  of  Trade  &  Industry  reported  that  fireworks  hooliganism'  put 
380  people  in  hospital  last  year 

RPSGB/DoH  joint  IT  survey 


The  Royal  Pharmaceutical  Soci- 
ety and  the  Department  of  Health 
have  commissioned  a  survey  on 
the  use  of  information  technol- 
ogy within  pharmacy. 

The  survey  is  being  carried  out 
by  the  Aston-based  MEL  phar- 
macy practice  research  unit. 
MEL  sent  postal  questionnaires 
to  3,000  community  pharmacists 
last  week  asking  them  25  ques- 
tions on  the  facilities  they  cur- 


rently have  and  improvements 
they  would  like  to  see. 

The  survey  is  a  result  of  rec- 
ommendations from  the  Soci- 
ety's IT  focus  group  to  look  at 
current  levels  of  IT  usage  within 
the  profession,  and  to  determine 
the  level  of  support  necessary  for 
the  future.  The  survey  will  also 
cover  pharmacy  departments  in 
NHS  and  private  hospitals,  and 
suppliers  of  IT  systems. 


The  research  unit  will  be  sur- 
veying 60  chief  hospital  pharma- 
cists by  telephone,  105  health 
authorities,  200  GPs,  50  manufac- 
turers and  about  20  suppliers  of 
IT  systems  to  the  pharmaceutical 
profession. 

The  results  of  the  survey, 
which  will  help  the  RPSGB  and 
DoH  develop  an  IT  strategy  for 
pharmacy,  are  due  to  be  pub- 
lished early  next  year. 


Defensive  bollards 
fail  to  put  a  stop 


Health  promotion  calendar 
for  North  &  East  Devon  HA 


Ramraiders  were  able  to  smash 
their  way  into  a  West  Midlands 
pharmacy  on  October  13  because 
defensive  bollards  put  up  on  the 
pavement  were  too  far  apart. 

The  raiders  used  two  stolen 
cars  to  smash  their  way  through 
the  roller  shutters  of  Linwood 
Pharmacy,  Pheasy,  Walsall. 

Pharmacist  Ronald  Noble  said 
that  the  total  bill  for  damage, 
excluding  stock,  could  be  as 
much  as  £6,000. 

It  was  the  11th  raid  in  11  years 
on  the  shop.  Mr  Noble  explained: 
"It  is  the  run-up  to  Christmas  and 
they  were  after  the  stock.  From 
now  on  the  stock  available  in  the 
cabinets  will  be  reduced."  He  said 
that  bollards  placed  on  the  pave- 
ment, by  Walsall  Council  did  not 
stop  the  raiders  as  they  were 
badly  spaced,  allowing  the  cars  to 
drive  between  them.  He  plans  to 
contact  the  council  to  get  them 
changed. 


North  &  East  Devon  Health 
Authority  has  launched  a  rolling 
programme  of  community  phar- 
macy health  promotion  for  1998 
and  1999. 

Almost  60  pharmacists 
attended  the  first  briefings  for  a 
stroke  campaign  in  Exeter  and 
Barnstaple  at  the  end  of  last 
month.  The  health  authority  is 
organising  training  and  publicity, 
and  the  audit  of  any  data  that  is 
collected  by  pharmacists  during 
the  campaigns. 

Contractors  receive  550  per 
year  for  taking  part  in  the  pro- 
gramme, and  are  expected  to 
attend  three  out  of  four  training 
sessions  each  year.  So  far,  55  out 
of  91  contractors  in  north  and 
east  Devon  have  registered  for 
the  promotion  programme. 

"North  &  East  Devon  Local 
Pharmaceutical  Committee  has 
worked  very  closely  with  the  HA 
to  the  benefit  of  contractors  and 
patients.  The  take  up  has  been 


veiy  good  indeed,  and  the  pro- 
gramme has  received  a  positive 
reaction  from  pharmacists,"  says 
LPC  secretary  Julie  James. 

The  IIA  plans  to  implement  a 
mini-health  promotion  campaign 
every  three  months,  which  links 
in  with  national  health  cam- 
paigns where  possible.  The  fol- 
lowing campaigns  are  planned: 

•  stroke  (October,  1997) 

•  smoking  and  pregnancy  (Janu- 
ary, 1998) 

9  dermatology  (April,  1998) 

•  coronary  heart  disease  (July, 
PUIS) 

6  accident  prevention  (  October, 
1998) 

•  asthma  (January,  1999) 

•  substance  misuse  (April,  1999) 

•  hormone  replacement  therapy 
(July,  1999). 

Pharmacists  interested  in  join- 
ing the  campaign  should  contact 
the  HAs  Health  of  the  Nation  spe- 
cialist, Sue  Taylor,  on  01392 
20751.3. 


Scottish  stats 

Chemists  dispensed  4,447,500 
prescriptions  in  Scotland  in  June. 
The  prescriptions'  gross  cost  was 
£45,193,759  and  the  cost  to  the 
Exchequer  was  £42,680,665.  The 
gross  cost  per  prescription 
dispensed  by  chemists  was 
1016.16p  (net  959.66p).  For 
chemists  and  appliance  suppliers 
the  costs  were  1027.63p  and 
971  24p  respectively.  The  cost  per 
person  was  £8.65  (net  £8.19). 

Read  codes 

The  NHS  Centre  for  Coding  & 
Classification  would  like  to  hear 
from  any  pharmacists  who  are 
currently  using  (or  plan  to  use) 
the  Read  Codes  Drug  and 
Appliance  Directory'  and  in  what 
capacity  it  is  being  used.  Contact 
Sarah  Peck,  NHS  Centre  for 
Coding  &  Classification, 
Woodgate,  Loughborough,  Leics 
LE11  2TG  (tel:  01509  211411). 

NSF  jubilee 

Opera  singer  Jessye  Norman  will 
be  singing  at  the  Barbican  on 
November  2  as  part  of  the 
National  Schizophrenia 
Fellowship's  silver  jubilee 
celebrations.  There  is  a  special 
offer  for  C&D  readers  of  a  second 
ticket  at  half  price.  Tickets  cost 
£30,  £60  and  £100,  with  proceeds 
going  to  NSF.  To  book  call  0181 
547  3937  and  quote  C&D. 

Price  List  amendment 

It  has  come  to  the  attention  of 
C&D  Price  List  that  the 
information  on  Bronnley  Apricot 
&  Almond  range,  recently  entered 
in  the  Price  List,  is  misleading. 
Consequently,  we  have  removed 
the  entry  and  it  appears  with  a  d' 
in  this  week's  supplement. 

Drug  Alerts 

3M  Health  Care  is  recalling  and 
discontinuing  all  batches  of 
Medihaler-Epi  (400  dose)  metered 
dose  inhalers  because  adequate 
stability  can  no  longer  be 
guaranteed  throughout  the 
product's  shelf-life.  All  stock, 
including  inhalers  returned  by 
patients,  should  be  returned  to 
the  supplier  for  credit.  For  inform- 
ation telephone  01509  613038. 
Drug  alert:  Class  2.  Issued:  Oct  22. 

APS  is  recalling  Acyclovir 
Dispersible  Tablets  800mg  (35- 
tablet  packs),  batch  number 
6LV1AT  as  a  precautionary 
measure  following  reports  of 
ballooning'  and  distortion  of 
blister  strips  caused  by  carbon 
dioxide  release  from  the  tablets. 
All  stock  of  this  batch  should  be 
returned  for  credit.  For  inform- 
ation telephone  0800  526989. 
Drug  alert:  Class  3.  Issued:  Oct  17. 
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Court  dismisses 
Pattanfs  Tesco 
pharmacy  protest 

A  pharmacist  who  had  accused 
Tesco  of  operating  a  pharmacy 
kiosk  in  one  of  its  superstores  in 
breach  of  planning  controls  had 
his  bid  to  close  it  dismissed  by  a 
High  Court  judge  on  October  16. 

Ashok  Pattani  says  the  viability 
of  his  pharmacy  at  Heybridge, 
Essex,  will  be  seriously  damaged 
by  the  rival  outlet  in  Tesco's 
superstore  at  nearby  Fulbridge, 
and  that  trade  is  being  taken 
away  from  the  town  centre. 

He  pointed  to  an  agreement 
between  the  developers  of  the 
Tesco  store  and  Maldon  District 
Council  that  it  would  only  be 
used  for  selling  food. 

But  Justice  Collins  rejected  Mr 
Pattani's  claim  that  the  supermar- 
ket had  required  specific  plan- 
ning permission  to  open  its  phar- 
macy kiosk. 

The  agreement  that  the  super- 
store would  only  be  used  for  sell- 
ing food  was  "obscure  and 
ambiguous"  and  could  not  be 
read  as  outlawing  the  sale  of  pre- 
scription medicines  on  the 
premises,  he  added. 

Mr  Pattani's  review  challenge 
to  the  council's  refusal  to  take 
enforcement  action  against  Tesco 
to  close  the  kiosk  was  dismissed. 

Euro  VMS  laws  not 
in  place  before  2000 

European  legislation  on  vitamin 
and  mineral  supplements  will  not 
be  in  place  before  the  millen- 
nium, says  Maurice  Hanssen, 
president  of  the  European  Health 
Products  Manufacturers  and 
director'  of  the  UK  Council  for 
Responsible  Nutrition. 

He  was  speaking  during  a  one- 
day  conference  organised  by  the 
EHPM  in  Brussels,  where  scien- 
tists, manufacturers,  government 
representatives  and  consumer 
groups  discussed  the  need  for  a 
harmonisation  of  European  regu- 
lations -  and  how  the  standards 
should  be  set. 

Food  supplements  account  for 
20-25  per  cent  of  all  complaints 
about  breaches  of  free  trade  in 
Europe,  and  Basil  Mathioudakis, 
principal  administrator  in  the 
European  Commission's  food 
unit,  said  proposals  for  new  legis- 
lation may  be  put  before  the  Euro- 
pean Council  next  year,  after  con- 
sideration of  comments  generated 
by  the  recent  discussion  paper 
prepar  ed  by  Ms  department. 

Mr  Mathioudakis  said  14  of  the 
15  EU  member  states  had  voted 
to  try  to  sort,  out  the  minefield  of 
national  regulations  which  are 
proving  an  effective  barrier  to 
free  trade  and  causing  'insur- 
mountable' problems. 


Pharmacists  should  cater 
for  the  needs  of  animals 


As  pharmacists  become  more 
involved  in  primary  healthcare 
for  their  human  customers,  they 
should  consider  catering  for  the 
whole  household's  medicinal 
needs,  including  pets,  says  John 
Lane  from  Cox  &  Robinson 
(Chemists)  at  Stoney  Stratford. 

This  would  be  a  natural  pro- 
gression from  dispensing,  selling 
OTC  medicines,  providing  health 
advice  and  other  community 
pharmacy  services,  he  said  at  the 
Royal  Pharmaceutical  Society's 
Agricultural  Veterinary  Phar- 
macy Group  meeting  at  Hexham 
last  weekend. 

It  is  a  logical  extension  of  the 
pharmacist's  role  in  dealing  with 
the  consequences  and  advice 
required  for  zoonoses  ...  diseases 
of  animals  which  can  affect 
humans,  Mr  Lane  said. 

Why,  then,  are  many  commu- 
nity pharmacists  not  involved  in 
the  supply  of  advice  and  prod- 
ucts for  companion  animals? 
Many  have  a  perc  eption  that  they 
are  lacking  in  knowledge,  and  as 
a  result  lacked  confidence.  This 
is  then  reflected  in  the  attitude  of 
medicine  counter  assistants. 


How  could  this  situation  be 
changed?  Mr  Lane  put  forward 
the  some  ideas. 

•  Create  a  concise  distance 
learning  package  for  community 
pharmacists  detailing  the  profes- 
sional input  required  to  cater  for 
companion  animals. 

•  Consider  forming  a  compan- 
ion animal  pharmacist  group  to 
link  the  work  of  the  Ag  &  Vet  and 
Community  Pharmacists'  mem- 
bership groups. 

•  Seek  support  from  the  RPSGB 
to  provide  suitable  training  mate- 
rial for  pharmacy  assistants  on 
animal  health. 

•  Create  suitable  publicity 
material  to  enable  community 
pharmacists  to  publicise  their 
involvement. 

•  Encourage  pharmacists, 
through  the  'Guide  to  Pharmacy 
Practice',  to  carry  an  adequate 
range  of  products,  provide 
advice  when  suitably  trained, 
and  show  a  logo  which  indicates 
this. 

•  Enlist  the  support  and  advice 
from  the  RPSGB  inspectorate  to 
encourage  community  pharma- 
cists to  get  started. 


Negotiating  imposed  sum  is  wrong  option 


The  Pharmaceutical  Services 
Negotiating  Committee  has 
decided  to  stick  with  the  global 
sum  distribution  imposed  by  the 
NHS  Executive. 

The  Committee  discussed 
three  other  options  last  week 
{C&D,  p3),  but  decided  that 
negotiating  the  distribution  of  an 
imposed  sum  would  be  wrong,  as 
it  would  appear  to  condone  the 
imposition.  The  other  options 
would  have  reduced  the  dispens- 
ing fee,  increased  the  profes- 
sional allowance  and,  in  one 
case,  increased  the  professional 
allowance  threshold. 

Chairman  Wally  Dove  said  at  a 
press  briefing  this  week:  "PSNC 
could  have  taken  the  easy  politi- 
cal option,  but  a  lot  of  us  felt  elec- 
tioneering was  not  the  issue.  The 
issue  is  the  medium-  and  long- 
term  viability  of  contractors." 

PSNC  is  urging  contractors  to 
write  to  their  local  MPs  about 
their  shameful  treatment  by  the 
Government. 

PSNC  is  already  preparing  for 
the  next  round  of  negotiations 
and  will  soon  be  putting  new 
ideas  and  initiatives  to  the  health 
minister. 

Distribution  The  PSNC,  Nation- 
al Pharmaceutical  Association 
and  the  Royal  Pharmaceutical 
Society    have    each  produced 


reports  outlining  their  views  on 
pharmacy  distribution.  The  ap- 
proaches differ  but  there  is  no 
conflict,  said  Mr  Dove.  The  three 
groups  are  trying  to  arrange  a 
joint  meeting  as  soon  as  possible 
to  discuss  the  reports,  after  which 
they  will  be  made  public. 
Judicial  review  PSNC  had  "no 
alternative"  but  to  appeal  against 
Justice  Owen's  decision  on  dis- 
pensing doctor  supervision 
(C&D  last  week,  p4),  as  many 
fundamental  issues  in  the  judg- 
ment had  to  be  challenged.  It 
could  be  about  18  months  before 
the  case  comes  to  appeal. 


New  chairman  for 
PCC  in  N  Ireland 


Patrick  Slevin 

Pharmacist  Patrick  Slevin  from 
Omagh  is  the  Northern  Ireland 
Pharmaceutical  Contractors 
Committee's  new  chairman,  and 
pharmacist  Michael  Guerin  from 
Belfast  is  its  new  vice  chairman. 

They  took  over  from  the  former 
chairman,  Sheelagh  Hillan,  and 
vice  chairman,  Peter  Dolan,  at  the 
PCC's  October  meeting. 

"The  PCC  will  be  looking  at 
benefits  of  using  information 
technology  for  prescription  pric- 
ing in  community  pharmacy,  and 
at  the  possibility  of  obtaining 
'new  money  for  new  roles',  such 
as  domiciliary  care  pilot  pro- 
jects," says  Mr  Guerin. 

Mr  Slevin  is  an  ex-president  of 
the  Queen's  University  of  Belfast 
student  society  (1979-80)  and  has 
served  on  the  Western  Board 
Area  Pharmaceutical  Advisory 
Committee  since  its  inception. 
His  mother  and  his  older  brother 
are  both  pharmacists. 

Mr  Guerin  owns  four  pharma- 
cies in  Belfast.  He  is  a  member  of 
the  Eastern  Health  Board's  Area 
Pharmaceutical  Advisory  Com- 
mittee. His  wife,  Catherine,  is  a 
hospital  phar  macist. 


NHS  remuneration! 997/98  imposition 

Income  changes 

Monthly  script  in  Average  monthly   Average  monthly  %  change 


1996/97 


950 
1,115 
1,600 
2,259 
3,331 
4,580 
6,379 
10,032 


core  income 
1996/97 
(£) 

973 
1,916 
3,019 
3,695 
4,792 
6,072 
7,917 
11,659 


core  income 
1997/98 
(£) 

1,002 
1,988 
3,068 
3,762 
4,892 
6,209 
8,107 
11,959 


+2.9 
+3.7 
+1.6 
+1.8 
+2.1 
+2.3 
+2.4 
+2.6 


Assumptions:  script  volume  +  2.8  per  cent 

Dispensing  fee  reduced  from  94.6p  to  94.1  p  effective  November  1, 1997 
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Reflections 


GP  PERSPECTIVE 


The  pay  issue 

As  winter  approaches,  another 
seasonal  show  gets  under  way  - 
the  annual  pay  round  for  doctors. 

At  the  centre  of  this  is  the  Doc- 
tors' and  Dentists'  Pay  Review 
Board.  This  is  not  the  only  party 
involved;  the  politicians  will  also 
have  a  big  say.  The  Government 
has  already  made  it  clear  t  hat  pub- 
lic sector  pay  rises  will  have  to  be 
within  tightly-controlled  limits. 

The  British  Medic  al  Associa- 
tion has  pitched  in  for  at  least  a 
10  per  cent  increase.  The  Govern- 
ment will  almost  certainly  want  a 
rise  in  line  with  inflation  only  and 
its  tough  pay  constraints  are 
unlikely  to  be  broken. 

The  two  big  arguments  for  GPs 
being  made  a  special  case  are 
recruitment  and  the  inferior  pay 
levels  in  comparison  to  other  sim- 
ilarly graded  professionals.  How- 
iever,  pay  comparisons  with  other 
professions  are  extremely  diffi- 
cult to  assess. 

Undoubtedly,  the  recruitment 
issue  will  generate  some  sympa- 
thy in  Whitehall  and  should  be  the 
major  campaigning  point.  After 
all,  there  is  no  doubt  recruitment 
and  retention  of  GPs  is  a  major- 
problem. 

On  the  other  hand,  almost 
everybody  thinks  that  they  are 
underpaid.  However,  some  of  the 
problems  of  low  GP  morale  are 
more  than  just  financial.  These 

1  Pay  comparisons 
■with  other 
I  professions  are 
J  difficult  to  assess 

issues  lie  at  the  very  core  of  the 
problems  which  plague  the  NHS, 
including  increasing  demands, 
more  services  passed  from  sec- 
ondary to  primary  care  and  trying 
to  juggle  ever-increasing  patient 
expectations  against  limited 
resources. 

Now  that  the  written  evidence 
has  been  submitted,  it's  expected 
that  around  January  the  prime 
minister  will  find  the  recommen- 
dations on  his  desk.  They're  likely 
to  be  published  in  the  following 
month.  Most  GPs  are  not  holding 
their  breath  and  many  expect  a 
rise  roughly  in  line  with  inflation. 

This  will  not  be  popular,  further 
c  ontributing  to  poor  morale.  Next 
year,  it's  likely  that  the  same  prob- 
lem will  occur  again.  This  scen- 
ario has  brought  calls  for  the  end 
of  the  review  body.  However,  the 
alternative  may  be  worse  -  direct 
negotiations  with  an  unyielding 
Department  of  Health. 

By  Dr  Harry  Brown,  n  GP  prac- 
tising in  Seacroft,  Leeds. 


A  draconian 
approach  is 
needed 

I  have  a  strict  'no  smoking' 
policy  in  my  shop.  Everyone 
knows  my  views,  so  the  other 
day  a  regular  patient  said  he 
would  go  outside  to  smoke 
while  waiting  for  his 
prescription  for  amoxycillin 
and  a  salbutamol  inhaler! 

In  the  same  week,  it  was 
reported  that  passive  smoking 
increases  the  risk  to  non- 
smokers  by  25  per  cent.  Yet 
teenage  smoking,  particularly 
among  girls,  is  still  on  the 
increase! 

Contradictory  messages,  yet 
the  Government  still  only  pays 
lip  service  to  the  problem, 
nervous  to  offend  in  case 
positive  action  were  to 
seriously  damage  its  own 
economic  health.  However, 
the  message  is  clear:  smoking 
is  just  as  efficient  at  passively 
killing  the  innocent  as  it  is  to 
those  who  embrace  its 
dangers. 

Smoking  in  public  should 
now  be  banned,  as  should 
smoking  by  persons  under  the 
age  of  18  years.  A  time  limit  of 
ten  years  should  be 
announced  after  which 
tobacco  will  become  an  illegal 
substance,  and  an  ultimatum 
given  to  all  present  smokers 
that  they  have  one  year  to 
give  up  or  they  will  no  longer 
receive  treatment  under  the 
NHS  for  smoking-related 
disease. 

These  are  draconian 
suggestions  that  would  cause 
the  most  mighty  furore,  but 
out  of  the  heat  might  come  a 
more  serious  understanding 
that  smoking  can  no  longer  be 
considered  as  a  socially 
acceptable  habit.  Indeed,  to 
the  contrary,  smoking  must 
now  be  made  officially  ultra 
vires. 

On  the  horns 
of  a  dilemma 

It  is  now  patently  clear  that  the 
Government  has  been  advised 
by  the  NHS  Executive  that 
community  pharmacists  are 
sufficiently  well  paid  to  fund 
their  own  extended  role,  and 
that  the  fundamental 
contractual  changes  that  are 


necessary  to  enable  this 
change  must  be  proposed 
from  within  the  profession 
itself. 

This  is  how  I  interpreted  the 
message  from  Dianne 
Kennard,  principal  pharmacist 
at  the  NHS  Executive's 
pharmacy  and  prescribing 
branch,  when  she  recently 
spoke  to  delegates  at  the 
National  Association  of  Co- 
operative Executive 
Pharmacists  conference  (C&D 
October  18). 

Plain  speaking,  indeed,  and 
a  message  that  will  not  be 
welcomed  by  most 
community  pharmacists. 
However,  we  either  react,  by 
crying  'enough  is  enough'  and 
refusing  to  co-operate,  or  we 
accept  the  reality  of  the 
message,  that  our  future 
under  the  NHS  really  is  now  in 
our  own  hands. 

Steve  Axon,  the 
Pharmaceutical  Services 
Negotiating  Committee's 
general  secretary,  says  that 
the  Committee  and  the  Royal 
Pharmaceutical  Society  are 
now  talking  positively 
together.  This  cannot  be 
before  time.  I  am  acutely 
aware  that  every  year  my 
income  from  NHS  dispensing 
is  being  aggressively  reduced, 
but  I  am  also  aware  that  all 
cries  of  financial  pain  fall  on 
deaf  ears. 

The  twin  pressures  of  an 
intransigent  NHS  Executive 
and  contract  control 
regulations  that  are  visibly 
disintegrating  makes  a  united 
approach  from  PSNC  and  the 
Society  not  just  reasonable 


but  an  imperative.  If  it  is  not 
pursued  within  the  next  six 
months,  we  could  see  the  final 
nails  being  driven  into  the 
independent  community 
pharmacist's  coffin  -  well  in 
advance  of  any  previously 
predicted  demise. 

In  support  of 
medical 
claims ... 

I  am  concerned  that  all 
products  making  medical 
claims  should  be  properly 
licensed,  but  the  wider  debate 
over  this  problem  always 
assumes  that  the  products  in 
question  are  'drugs'. 
However,  dressings  and 
appliances  comprise  a  huge 
market  where  medical  claims 
are  also  made  but  for  which 
licences  are  frequently  not 
required. 

Last  week  saw  the  launch  of 
Compeed  psoriasis  plasters 
for  the  treatment  of  psoriasis 
vulgarius.  While  I  am  being 
asked  to  stock  and 
recommend  these  plasters,  I 
have  no  independent  means 
of  assessing  either  their 
efficacy  or  safety.  I  have  no 
reason  to  doubt  the 
manufacturer's  claims,  but  I 
only  have  the  company's  word 
as  verification! 

With  a  'drug',  the  product 
licence  provides  assurance, 
but  with  a  dressing  or 
appliance,  evidence  of  efficacy 
and  safety  is  only  established 
from  reported  trials  or  from 
field  evidence  after  launch. 
When  a  dressing  has  reached 
the  sophistication  of  being 
promoted  for  the  relief  of  a 
specific  disease,  then  surely  it 
has  also  reached  the  point 
where  its  promotion  should 
fall  under  proper  medical 
regulatory  control. 
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IWMcials 


Malarone  targets  acute 
resistant  malaria 


Thermoscan  ears 
thermometer 

Braun  has  launched  Thermoscan, 
an  ear  thermometer  that  mea- 
sures core  body  temperature  in 
one  second. 

The  company  claims  the  new 
thermometer  is  more  convenient 
than  mercury  versions  and  is  not 
affected  by  factors  such  as  eating, 
drinking,  or  a  child's  inability  to 
sit  still. 

Thermoscan  takes  a  'snapshot' 
of  the  heat  coming  off  the 
eardrum  and  surrounding  body 
tissue,  giving  a  good  core  body 
temperature  reading  because  the 
ear  shares  the  same  blood  supply 
as  the  hypothalamus,  the  brain's 
temperature  control  centre. 

The  product,  which  costs 
S49.99,  comes  with  a  compact 
storage  case  and  21  hygienic,  dis- 
posable lens  filters,  which  pro- 
tect Thermoscan 's  sensor. 
Braun  (UK)  Ltd.  Tel:  01932  785611. 

Passive  smoking  risk 
to  health  reinforced 

The  links  between  passive  smok- 
ing, and  heart  disease  and  lung 
cancer  have  been  highlighted  by 
two  papers  in  the  British  Medical 
Journal. 

A  meta-analysis  of  37  previous 
studies  into  passive  smoking  and 
lung  cancer  and  19  studies  into 
passive  smoking  and  ischaemic 
heart  disease  shows  that  passive 
smokers  increased  their  risk  of 
getting  lung  cancer  and  heart  dis- 
ease by  a  quarter. 

The  papers  conclude  that  envi- 
ronmental tobacco  smoke  should 
be  taken  seriously,  and  steps 
should  be  taken  to  prevent  smok- 
ing in  public  places.  In  addition, 
smokers  need  to  be  made  aware 
of  the  health  risks  of  passive 
smoking  to  other  members  of 
their  family. 

Tessa  Jowell,  minister  for  pub- 
lic health,  said  the  new  findings 
add  to  the  "mountain  of  evi- 
dence" gathered  over  the  years 
on  the  adverse  effects  of  smoking 
and  passive  smoking.  "These  are 
shocking  figures  bearing  in  mind 
these  are  people  who  choose  not 
to  smoke.  We  are  pressing  ahead 
with  plans  for  a  tobacco  advertis- 
ing ban,  and  a  White  Paper  on 
tobacco  control  later  this  year 
will  spell  out  how  we  intend  to 
reduce  smoking  levels  for  the 
benefit  of  smokers  and  non- 
smokers,"  she  said. 


Glaxo  Wellcome  has  launched 
Malarone,  a  treatment  for  acute, 
uncomplicated  Plasmodium,  fal- 
ciparum malaria. 

It  is  especially  recommended 
for  treating  acute  P  falciparum 
malaria  contracted  in  areas 
where  the  pathogen  may  be  resis- 
tant to  other  antimalarials. 

Each  tablet  contains  250mg  of 
atovaquone  and  lOOmg  of 
proguanil  hydrochloride.  The 
dosage  for  adults  is  four  tablets 
taken  as  a  single  dose  for  three 
consecutive  days.  The  tablets 
should  be  taken  with  food  or  a 
milky  drink. 

Atovaquone  and  proguanil 
hydrochloride  interfere  with  two 
different  pathways  involved  in 
the  biosynthesis  of  pyrimidines 


Healthcare  professionals  must 
do  more  to  encourage  at-risk 
patients  to  take  up  flu  vaccine. 

Speaking  at  the  launch  of  Flu 
Awareness  Week,  Dr  Jon  Van- 
Tarn,  senior  lecturer  in  public- 
health  medicine  and  epidemiol- 
ogy at  the  University  of  Notting- 
ham Medical  School,  said  that 
the  general  public  are  very  recep- 
tive to  professional  advice  on  flu. 
Eight  out  of  ten  people  take  up 
flu  jabs  after  they  are  recom- 
mended to  them  by  a  healthcare 
professional. 

However,  the  primary  health- 
care team  is  not  doing  enough  to 
recognise  and  advise  vulnerable 
groups.  In  one  survey,  44  per  cent 


Intra-uterine  devices  are  being 
neglected  as  a  valid  option  for 
contraception  in  favour  of  the 
Pill  and  sterilisation. 

Professor  of  family  planning  at 
University  College  John  Guille- 
baud  says  that  copper  IUDs  and 
Mirena,  the  progestogen  intra- 
uterine system,  are  not  being 
offered  to  women  as  a  normal 
contraceptive  option. 

Instead,  the  Pill  has  become  a 
byword  for  contraception  in  the 
same  way  that  Hoover  has 
become  synonymous  with  carpet 


required  for  nucleic  acid  replica- 
tion. The  most  commonly 
reported  adverse  effects  were 
abdominal  pain,  headache,  an- 
orexia, nausea,  vomiting,  diar- 
rhoea and  coughing. 

Malarone  should  be  used  with 
caution  in  patients  with  renal 
impairment.  When  Malarone 
alone  was  used  to  treat  P  vi  vax 
malaria,  relapse  and  parasite 
recurrence  commonly  occurred. 

Concomitant  administration  of 
rifampicin,  metoclopramide  or 
tetracycline  with  Malarone  is 
associated  with  decreased  levels 
of  atovaquone. 

The  NHS  list  price  for  a  blister 
pack  of  12  tablets  is  S24. 
Glaxo  Wellcome  UK  Ltd. 
Tel:  0181  990  9000. 


of  at-risk  patients  did  not  take  up 
vaccination  because  they  were 
either  unaware  of  the  need  for  it, 
or  had  not  received  professional 
advice.  A  further  19  per  cent  did 
not  know  a  flu  vaccine  existed 
and  1 1  per  cent  did  not  believe  it 
worked. 

Dr  John  Watkins,  director  of 
primary  healthcare  at  Gwent 
Health  Authority,  added  that, 
although  vaccination  advice 
tended  to  come  from  GPs,  it  was 
lacking  from  other  healthcare 
professionals.  A  more  active  role 
would  help  increase  vaccine 
uptake  and  reduce  hospital 
admissions  and  death. 

Vaccine    uptake    has  been 


cleaners.  "Patients  think  of  the 
Pill  as  the  only  real  contracep- 
tive, and  so  jump  from  the  Pill 
to  sterilisation  when  there  is  a 
whole  range  of  contraceptives  in 
between,"  he  believes. 

Professor  Guillebaud  is  partic- 
ularly concerned  that  some 
women  are  being  denied  the  hor- 
monal IUD  because  of  the  high 
initial  cost.  He  points  out  that  the 
average  cost  of  using  condoms 
for  three  years  is  &90  compared 
with  £99  for  the  three-year  hor- 
monal HID. 


Clexane  licensed  for 
unstable  angina 

Clexane  (enoxaprin)  has  had  its 
licence  extended  to  the  treatment 
of  unstable  angina  and  non-Q- 
wave  myocardial  infarction. 

Enoxaprin,  a  low  molecular 
weight  heparin,  is  already  estab- 
lished in  the  treatment  of  deep 
vein  thrombosis  and  the  preven- 
tion of  thromboembolic  disor- 
ders. However,  a  recent  study  in 
the  New  England  Journal  of 
Medicine  has  shown  the 
antithrombin  to  be  superior  to 
the  current  standard  therapy  of 
unfractionated  heparin  (UFH). 

The  ESSENCE  study  found 
enoxaprin  with  aspirin  was  signif- 
icantly more  effective  than  UFH 
and  aspirin  in  preventing  death, 
MI  or  recurrent  angina  in  the 
treatment  of  unstable  angina  and 
non-Q-wave  MI. 
Rhone-Poulenc  Rorer  Ltd. 
Tel:  01732  584000. 


steadily  rising  every  year,  but 
only  half  of  all  at-risk  patients  are 
being  vaccinated.  In  January  this 
year,  1 1 ,630  deaths  across  the  UK 
were  attributed  to  flu,  pneumo- 
nia and  bronchitis.  Many  of  these 
could  have  been  prevented  by 
annual  vaccination  against  flu. 

This  year's  flu  vaccines  will 
work  against  AAVuhan/359/95 
(H3N3),  A/Bayem/7/96  (H1N1) 
and  B/Beijing/184/93  strains. 

At-risk  groups  are:  the  elderly, 
people  in  long-stay  residential 
care,  and  those  with  chronic  res- 
piratory disease,  chronic  heart 
disease,  chronic  renal  failure, 
diabetes  mellitus  and  immune 
suppression. 


Women  with  heavy,  painful 
periods  and  those  considering 
sterilisation  are  particular 
groups  which  should  be  given 
the  option  of  this  contraceptive. 

In  Finland,  Mirena  is  licensed 
for  menorrhagia  and  for  use  as 
part  of  hormone  replacement 
therapy,  in  addition  to  its  use  as  a 
contraceptive. 

Schering  Health  Care  has 
applied  for  a  UK  licence  to  extend 
Mirena's  lifespan  from  three  to 
five  years  to  bring  it  in  line  with 
other  European  countries. 


MEDICAL  MATTERS 


Health  professionals  must  do  more  for  flu 


IUDs  'neglected  option'  in  contraception 
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#  Soothelip  has  driven  total 
cold  sore  market  growth 

Soothelip  is  the  fastest 
growing  brand  in  the  market 

Equivalent  to  £4m  additional 
Pharmacy  only  sales* 

nothing  is 
preventing 

Better  value  for  your 
customers 


•  Proven  efficacy  - 
more  effective  at 
cold  sores 


ly  lips... 


...we've  done  more 


than  just  pay  lip 


service  to  expanding 


the  cold  sore  market... 


STOP  PRESS  +  STOP  PRESS  +  STOP  PRESS 

OUTSTANDING  PROMOTIONAL 
ITEMS  IN  SEPTEMBER/OCTOBER. 
Phono  Cent*  Healthcare  for  details 

01 202  780558 

or  contact  your  Couta  Healthcare 
representative  for  more  details. 


Independent  market  research. 


ielip 

sores  Aciclovir 
Cream  5% 


APPLY  FIVE 
T'MES  A  DAY 


4' 


Soothelip  contains  aciclovir 


PRODUCT  INFORMATION:  Soothelip  For  Cold  Sores:  contains  5%  of  aciclovir  in  a  smooth  white  to  off-white  cream.  It  also  contains:  cetyl  alcohol,  dimethicone.  heavy  liquid  paraffin,  polyethylene 
glycol  -  5  glyceryl  stearate,  propylene  glycol,  sorbic  acid,  white  soft  paraffin  and  water  Indications:  the  treatment  of  infections  caused  by  the  herpes  simplex  virus,  such  as  cold  sores  Dosage  and 
Administration:  cream  should  be  applied  to  the  affected  area  five  times  daily  about  every  four  hours  for  five  days  If  the  cold  sore  has  not  healed  after  five  days,  treatment  may  be  continued  for  a 
further  five  days  If  the  cold  sore  has  not  healed  after  ten  days  or  gets  worse  during  treatment,  a  doctor  should  be  consulted  Precautions  and  Warnings:  Patients  should  be  advised  to  seek  the 
advice  of  a  doctor  before  taking  Soothelip  it:  they  are  pregnant,  plan  to  become  pregnant  or  are  breast  feeding,  if  they  are  allergic  to  any  of  the  ingredients  in  the  cream,  or  if  their  immune  system 
is  not  working  properly  Soothelip  should  not  be  used  for  herpes  infections  of  the  eye.  inside  the  mouth  or  genital  areas  Product  licence  number:  0142/0426  Licence  Holder:  Cox  Pharmaceuticals. 
Barnstaple.  EX32  8NS  Sold  and  Distributed  in  the  UK  by:  Bayer  pic.  Bayer  House.  Strawberry  Hill.  Newbury,  Berkshire,  RG14  1JA  Legal  Category:  P  Date  of  preparation:  February  1997, 


OUNTE  Rnoiiits 


Coty's  Adidas  for  women 


Coty  has  introduced  a 
new  Adidas 
fragrance  aimed 
at  active  women. 

Adidas  Woman 
Sport  is  a  clean, 
refreshing, 
feminine  scent.  It 
is  targeted  at  core 
users  aged  16-24 
years,  although  it  is 
expected  to  have 
broader  appeal. 

The  fragrance  has 
fruity  top  notes  of 
bergamot,  pineapple, 
watermelon,  green 
apple  and  violet 
leaves,  with  warm 
base  notes  of 
cedarwood, 
sandalwood  and  musk. 
A  30ml  eau  de  toilette 
retails  at  £9.95. 

The  range  also 
includes  antiperspirant 
spray  (150ml), 
deodorant  body  spray 
(150ml),  shower  gel 
(200ml),  which  all  retail 
at  £3.95.  A  75ml 


adidas 


adidc 

■  *         woman  sr 

adidcs 

WOMAN  SI 


:  3 


deodorant  body 
spray  retails  at  £2.49. 

A  special  introductory 
offer  of  a  £1  discount  on 
the  antiperspirant  spray, 
deodorant  body  spray 
and  shower  gel  will  run 
until  the  end  of 
November. 

The  launch  is  being 
supported  by  a  £500,000 


advertising 
campaign  in  women's, 
health  and  fitness,  and 
teenage  magazines.  The 
campaign  will  run  until 
December. 

A  range  of  point  of 
sale  material  is  available 
to  support  the  brand 
in-store. 
Coty  (UK)  Ltd. 
Tel:  01233  625076. 


East  meets  West  where  skin  care  is  concerned 


A  Japanese  skin 
cleansing  system,  called 
Biore,  is  being  launched 
in  the  UK  by  Brodie  & 
Stone. 

The  brand  is  owned  by 
the  American  company 
Jergens.  It  will  initially 
be  exclusive  to  Boots  the 
Chemists,  but  will  be 
available  to  other 
pharmacies  from  next 
February  onwards. 

A  key  product  in  the 
range  is  Pore  Perfect 
Deep  Cleansing  Strips  for 
removing  dirt  from  the 

Christmas  crackers 

During  the  months  of 
November  and  December, 
Procter  &  Gamble  will  be 
running  a  '£1  off' 
Christmas  party  promotion 
on  selected  Cover  Girl 
Continuous  Colour  Self- 
Renewing  Lipsticks  and 
Nailsticks  Mail  Polishes. 
The  products  will  sell  at 
the  reduced  prices  of 
£3.49  and  £2.49 
respectively. 

Procter  &  Gamble  (Health, 
Beauty  &  Cosmetics)  Ltd. 
Tel:  01932  896000 


pores.  The  product's 
active  element  is  C-Bond, 
which  helps  extract  dirt, 
oil  and  other  impurities, 
like  blackheads,  from  the 
skin's  pores.  Suitable  for 
all  skin  types,  it  retails  at 
£7.50. 

The  range  also 
includes  2  in  1  Gel 
Cleanser/Toner  for 
normal/oily  skin  (rsp 
£5.50),  2  in  1  Foaming 
Cleanser/Toner  for 
normal/combination  skin 
(£5.50)  and  Hydrating 
Moisturiser  with 


Nutramide  for 
normal/oily  skin  (£7.50). 

The  Boots  launch  is 
being  supported  by  a 
£200,000  advertising 
campaign  running  until 
next  February  in 
women's  magazines. 
Samples  of  the  cleansing 
strips  will  be  attached  to 
the  advertisements. 

The  brand  will  be 
backed  by  a  further 
£600,000  advertising 
campaign  next  year. 
Brodie  &  Stone  pic. 
Tel:  0171  278  9597. 


Hair  today,  but  gone  tomorrow 


Inverness  has  introduced 
a  hair  growth-retarding 
product  for  the  face. 

Bio  Depiless  Face  Care 
is  claimed  to  biologically 
retard  hair  growth  by  up 
to  50  per  cent  . 

The  product  is  suitable 
for  treating  hair  on  chins, 
upper  lips,  cheeks  and 
between  the  eyebrows. 

It  is  a  light  oil  in  water 
emulsion  with  hair 
growth  suppression 
complex  SR-active  96 
which  deprives  hair  of 


the  nutrients  for  growth. 
As  a  result,  hair  growth 
should  become  softer, 
finer  and  less  visible. 

Skin-caring  ingredients 
include  anti-ageing 
antioxidant  vitamins  A 
and  E  to  stimulate  cell 
regeneration;  farnesol,  a 
blossom-derivative 
which  claims  to  reduce 
lines  and  wrinkles,  plus  a 
UVA-UVB  sunscreen. 

Retail  price  is  £11.99. 
Inverness  (UK)  Ltd. 
Tel:  01753  775515. 


Cleaning  up  with  a  soap-free  bar 


Australian  Bodycare  will 
be  launching  a  new 
Treatment  Cleansing  Bar 
in  November. 

This  triple-milled, 
soap-free  product  is  a 
pure  and  natural 
vegetable-based  bar. 

Formulated  with  2  per 
cent  tea  tree  oil,  it 
contains  natural 
antiseptic  properties, 
together  with 
antibacterial  and  anti- 


fungal actions. 

It  also  contains 
glycerin  to  soften  the 
skin.  When  in  contact 
with  water,  it  gives  a  rich 
foam. 

It  can  be  used  as  a 
gentle  facial  cleanser  and 
will  remove  make-up 
(except  waterproof). 

Retail  price  is  £2.99 
(lOOg). 

Australian  Bodycare  Ltd. 
Tel:  01892  525599. 


Bathing  beauties      New  distributor 


A  new  range  of  uplifting 
bath  products  is  being 
launched  in  larger  Boots' 
stores  nationwide. 
Colour  by  1010  is  a 
collection  of  purple, 
green  and  orange  bath 
soaks,  body  washes  and 
soaps.  Retail  prices  range 
from  £1.35  to  £5. 
Acheson  &  Acheson  Ltd. 
Tel:  01225  763100. 


Brodie  &  Stone  is  the 
new  UK  distributor  for  the 
Flori  Roberts,  Dermablend 
and  Iman  Cosmetics 
ranges  which  were 
previously  distributed  by 
Baker  Norton 
Pharmaceuticals.  Iman 
Cosmetics  is  exclusive  to 
Selfridges  until  March. 
Brodie  &  Stone  pic. 
Tel:  0171  278  9597. 


New  male  order  from  Bronnley 


H  Bronnley  &  Co  is 
launching  a  new  range  of 
male  toiletries  following 
its  research  into  men's 
attitudes  to  personal 
grooming. 

Bronnley  for  Men  is 
designed  to  provide 
effective,  fast-acting 
products  to  appeal  to 
men  of  all  ages  who  lead 
a  busy  and  active  life. 

It  combines  a  fresh, 
invigorating  fragrance 
with  moisturising  and 
soothing  properties  to 
cleanse  and  nourish  the 
skin.  Ingredients  include 
birch  oil  and  witch  hazel. 

The  range  comprises 
splash-on  aftershave,  eau 
de  toilette,  aftershave 
balm,  men's  soap,  shower 
gel  and  shaving  cream. 

Presented  in  stylish 
burgundy  packaging, 


products  retail  from 
£3.95  for  a  soap  in  a 
travel  case  to  £13.95  for 
100ml  eau  de  toilette. 
H  Bronnley  &  Co  Ltd. 
Tel:  01280  702291. 
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The  breakthrough  formulation  of  DEEP  RELIEF  has 
now  been  recognised  and  proves  conclusively  that 
not  all  NSAID  gels  are  the  same. 


\ 


•  Immediate  pain  relief  is 
provided  by  the  counter- 
irritant  analgesic  action  of 
Menthol. 


•  In  a  recent  survey  of  heavy  users  of  topical  NSAID's 
almost  60%  found  DEEP  RELIEF  to  be  both  more 
effective  and  faster  acting  than  their  usual  product.1 

•  We're  spending  Elm  in  a  national  press  campaign 
this  autumn  to  bring  customers  through  your  door. 


•  Long  lasting  relief  is  provided 
by  the  highly  effective  analgesic 
and  anti-inflammatory  actions 
of  Ibuprofen. 


DEEP  RELIEF 


Feel  the  benefit  of  this 
breakthrough  in  topical  analgesic 
pain  relief  by  recommending  dual 
action  DEEP  RELIEF. 


Imtoedia(&  pom  relief  H#f  faffz  for  hour*?. 


WENTHOI  Ml  IM 


TRADE  CONTACTS:  UK  -  THE  JEN KS  CROUP.  TELEPHONE  01494  442446.   NORTHERN  IRELAND  -  PRIMA  BRANDS.  TELEPHONE  0  I  232  814700 

Presentation:  Deep  Relief  is  a  clear  colourless  gel  containing  Ibuprofen  Ph  Eur  5.0%  and  Levomenthol  Ph. Eur  3.0%.  Product  licence  held  by  the  Mentholatum  Company  Limited,  East  Kilbride,  Scotland  Indications:  a  topical 
anti-inflammatory  and  analgesic  for  the  relief  of  rheumatic  pain,  muscular  aches,  pains  and  swellings  such  as  strains,  sprains  and  sports  injuries  Directions  for  adults,  the  elderly  and  children  over  12  years:  Apply  gel 
over  affected  area  and  massage  gently  until  absorbed  Repeat  as  necessary,  up  to  3  times  daily.  Not  to  be  repeated  more  frequently  than  every  4  hours  Contra-indications:  Not  to  be  used,  if  hypersensitive  to  any  of  the 
ingredients  or  sensitive  to  aspirin,  in  patients  with  renal  problems,  or  by  asthmatics  in  whom  aspirin  or  NSAIDS  are  known  to  precipitate  asthmatic  attacks,  rhinitis  or  urticaria  Precautions/Warnings:  Not  to  be  used  on/near 
mucous  membranes,  eyes,  or  inflamed  or  broken  skin  Side  Effects:  Some  skin  disorders,  application  site  reactions  and  rashes  may  occur  including  pruntis  and  urticaria  Abdominal  pain  and  dyspepsia  may  result  Broncospasm 
may  occur  in  patients  suffering  from  bronchial  asthma  or  allergenic  disease  If  any  unwanted  effects  are  experienced  consult  your  doctor.  Keep  all  medicines  out  of  the  reach  of  children.  Store  below  25 "C  FOR  EXTERNAL  USE 
ONLY  Legal  Category:  GSL/P  (PL01 89/0025).  Packs:  15g  (£1.29  RRP),  30g  (£3.79  RRP),  50g(£4.89  RRP),  50g  Pump  Dispenser  (£4.99  RRP)  and  100g  dispensing  pack  Date  of  Information:  August  1997  Ref  1  Data  on  file 


COUNTERPOINTS 


Revlon's  new  colour  to  dye  for 


Revlon  is  launching  a 
new  permanent  cream- 
gel  hair  colourant 
which  resists 
fading  and 
colour 
change. 


Revlon  Colorstay 
Haircolour  is  designed 
to  provide  a 

translucent, 
natiual- 
looking 
colour 
which  is 
easy  to 
apply. 

The 
company 
guar- 
antees 
that  the 
product 
will  give 
100  per 
cent 

coverage 
on  grey 
lair. 
The 
colourant  is 
formulated 
with  a 
conditioning 
complex  to  help 


pr  otect  hair  during 
and  after  application. 
It  also  contains  a  UV 
absorber  to  provide 
protection  fr  om  the 
fading  effects  of  the 
sun. 

The  pack  includes  a 
silicone-enhanced 
developer,  containing  a 
blend  of  volatile  and 
non-volatile  silicones,  to 
seal  the  cuticle  and 
'lock'  the  colour 
internally. 

A  separate  sachet  of 
after-colour  conditioner 
helps  to  add  shine  and 
body. 

Retailing  at  S5.49,  the 
colourant  is  available  in 
21  shades  from  lightest 
blondes  to  rich 
brunettes  and  vibrant 
reds. 

Revlon  International 
Corporation. 
Tel:  0171  629  7400. 


Oil  of  Way  in  a 
Virtual  art 
gallery' 

Oil  of  Ulay  has  chosen 
five  contemporary 
women  artists  to  create 
unique  artwork  for  its 
new  Colour  Collection 
Cosmetics. 

Inspired  by  the 
cosmetics,  the 
installations  celebrate  the 
creative  transformation 
that  women  make 
through  make-up.  Procter 
&  Gamble  plans  to 
display  the  artwork  in  a 
yet  to  be  decided  London 
Boots'  store. 

Each  artwork  featured 
in  one-off  television 
adverts  last  week. 
Procter  &  Gamble  (Health, 
Beauty  &  Cosmetics)  Ltd. 
Tel.  01932  896000. 

Sports  drinks  slammed 

The  Food  Commission  is 

claiming  that  sports  and 
energy  drinks  are  little 
more  than  highly-priced 
soft  drinks,  with  excess 
sugar,  high  caffeine  levels 
and  unnecessary 
additives. 

The  FC  conducted  a 
survey  on  22  sports  drinks 
which  found  that  caffeine 
levels  were  two  to  three 
times  higher  in  sports 
drinks  than  in  a  regular 
cola  drink. 


Brodie  &  Stone:  born  to  be  wild 


Brodie  &  Stone  has 
launched  a  new  mascara 
wand  for  colouring  the 
hair. 

Called  Wild  Streak,  the 
product  can  be  used  to 
paint  bold  stripes  or 
softer  streaks  on  to  the 
hair. 

It  is  available  in  six 
shades  -  brazen  blonde, 
blue  funk,  kinky  copper, 
hot  chocolate,  manic 


chilli  and  purple  passion. 

The  colour  can  be 
washed  out  with 
shampoo.  Retail  price  is 
£5.95  (11ml). 

The  launch  is  being 
supported  by  a  575,000 
advertising  campaign 
which  will  be  running  in 
women's  magazines  until 
January. 

Brodie  &  Stone  pic. 
Tel:  0171  278  9597. 


Hair  sundries  are  in  the  bag 


A  reusable  bag 
containing  a  selection  of 
hair  accessories  has 
been  introduced  by 
Sendhill. 

The  Alpa  Styling  Bag 
contains  a  cushion- 
padded  hair  brush  with 
matching  comb  and 
mirr  or,  six  assorted  terry 
looped  ponios  and  a 
fancy  clamp. 


Presented  in  a 
transparent  drawstring 
bag  with  toggle  closure, 
the  hair  accessories 
come  in  six  different 
colours.  Retail  price  is 
SI. 99. 

A  one-dozen  trade 
pack  contains  six 
assorted  colours. 
Sendhill  Ltd. 
Tel:  0181  595  7836. 


Essential  oils  for  home  blending 


Arnberlink  has  launched 
a  new  range  of 
aromatherapy  products 
for  home  blending. 

The  Aroha  range 
comprises  Soothing  Bath 
Milk  (rsp  £5.99),  Sensual 
Massage  Oil  (£5.49)  and 
Relaxing  Massage  Oil 
(£5.49). 

Each  pack  contains  a 
container  of  carrier 
medium,  a  separate  bottle 
of  pure  essential  oil  and 
a  mixing  vessel 


to  allow  home  blending 
for  individual 
requirements. 

The  packs  also  feature 
'booklet  labels',  with  full 
product  and  blending 
information. 

The  company  plans  to 
extend  the  range  next 
year  with  more  lotion 
variants  and  other 
bath  and  massage 
products. 
Arnberlink  Ltd. 
Tel:  01 635  578769. 


Seasonal  sparkle  at  your  fingertips 


Miners  Cosmetics  is 
launching  a  dazzling  nail 
polish  range  for 
Christmas. 

The  High  Jinks  range  is 
a  collection  of  12 
different  glitter  varnishes 
which  retail  at  SI. 49. 

Colours  range  from 
Kinky  Afro  (a  deep 


Mr  Energizer 

A  new  character  called 
Mr  Energizer  will  make 
his  debut  on  TV  screens 
from  November  to 


purple  with  glitter 
lrighlights  in  blue  and 
red  )  to  two-tone  glitter 
mixes,  like  Odyssey  (lime 
green  and  gold  glitter) 
and  Atom  Bomb  (clear 
polish  with  cerise  and 
gold  glitter). 
Paul  Murray  pic. 
Tel:  01 703  268444. 


£4  million  campaign  to 
launch  its  new  long- 
lasting  High-Tech 
Energizer  AA  and  AAA 
batteries. 
Ever  Ready  Ltd. 


Christmas  in  Ever  Ready's      Tel:  0181  882  8661. 


ON  TV  NEXT  WEEK 


Equilon:  ITV 


Ibuleve:  C,  CAR 


Johnson's  Baby  Pop-up  Wipes:  All  areas 


Natrasleep:  G,  C, ! 


New  Clearasil  Complete:  All  areas 


Nurofen:  All  areas 


Nurofen  Caplets:  All  areas 


Otex:  C,  CAR 


Outrageous  by  Revlon:  Sat 


Pantene:  All  areas  except  GMTV 


Ralgex:  Sat  (Sky  Sports) 


Runtime!  1000  Caresses  No  Transfer  Foundation:  All  areas 


Seven  Seas  Cod  Liver  Oil:  C4 


Solpadeine:  GTV,  STV,  Y,  HTV,  W,  TT 


Vicks  Vaporub:  All  areas  except  U 


Wella  Experience:  All  areas 


Wilkinson  Sword  FX  Performer:  GTV,  U,  STV,  C,  A,  HTV, 
W,  M,  LWT,  C4,  Sat  

A  Anglia,  B  Border,  C  Central,  C4  Channel  4,  C5  Channel  5, 
CAR  Carlton,  CTV  Channel  Islands,  G  Granada, 
GMTV  Breakfast  Television,  GTV  Grampian,  HTV  Wales  & 
West,  LWT  London  Weekend,  M  Meridian,  Sat  Satellite, 
STV  Scotland  (central),  TT  Tyne  Tees,  U  Ulster, 
W  Westcountry,  Y  Yorkshire 
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You're  looking  at  a  Tension  Headache 


Now  look  at  why  you  should  recommend  Syndol 


Syndol  is  the  UK  No  1  selling  brand  specifically  formulated  for 
Tension  Headaches. 

From  October,  we  are  launching  a  £1  million  national  advertising  and 
support  campaign,  aimed  at  adding  even  more  pharmacy  customers  to 
Syndol's  already  loyal  customer  base.  Millions  of  sufferers  will  learn  that: 

•  3  out  of  4  headaches  are  Tension  Headaches.* 

•  67%  of  sufferers  who  used  Syndol  felt  initial  relief  in  1 5  minutes**  and 
97%  within  30  minutes." 

•  Syndol  contains  three  powerful  ingredients  -  two  to  relieve  the  pain,  one 
to  relax  the  muscular  tension. 

Imagine  the  tension  if  you're  not  stocked  up  with  Syndol! 


FAST  RELIEF  FROM 
TENSION  HEADACHE 


Helps  Stop  Tension  Headaches  Fast 


ndol  Product  Information.  Presentation:  Each  tablet  contains  Paracetamol  BP  450mg.  Codeine  Phosphate  BP  10mg.  Doxylamine  Succinate  NF  5mg.  Caffeine  BP  30mg  Indications:  For  the  treatment  ot  mild  pain  to  moderate  pain  and  as  an  antipyretic  Symptomatic 
et  of  headache,  including  muscle  contraction  or  tension  headache,  migraine,  neuralgia,  toothache,  sore  throat,  dysmenorrhea  muscular  and  rheumatic  aches  and  pains  and  post  operative  analgesia  following  surgical  or  dental  procedures  Dosage  and  Administration 
Its  and  children  over  12  years  1  or  2  tablets  every  4-6  hours  as  needed  Maximum  8  tablets  in  24  hours  Nol  recommended  in  children  under  12  years  Contraindications.  Warnings,  etc:  Contraindications  Idiosyncrasy  to  any  of  the  ingredients  Precautions:  May  cause 
vsmess.  It  affected,  do  not  drive  or  operate  machinery  Avoid  alcoholic  drink  Side-effects:  Drowsiness  or  dizziness,  mild  constipation,  agranulocytosis  rarely  Overdose:  Paracetamol  overdose  can  cause  liver  and  kidney  necrosis  Immediate  medical  referral  is  essential 
gal  Category:  P  Product  Licence  No:  PL1 1314/01 04  Product  Licence  Holder:  Seton  Products  Ltd,  Tubiton  House.  Oldham  Quantities  &  Price  (Excluding  VAT):  I0"s  £1  57.  Seton  '  Gallup  National  Headache  Survey,  1209  Adults,  1993 

s  £2.63,  50's  £5  40  Date  of  Preparation:  July  1997  Further  information  is  available  on  request  from  the  Licence  Holder  Syndol  is  a  Trade  Mark  ot  Hoechst  Marion  Roussel  Ltd  Healthcare  Group  p!c  "Kagan,  Gel  at,  Cur  Med  Res  Opm  1978,5(9)  709-713 


COUNTERPOINTS 


Cow  &  Gate  thinks  big 
with  baby  juice 


Cow  &  Gate 
will  be 
launching 
a  larger 
version  of 
its  ready 
to  drink 
Pure  Baby 
Juice  in 
November. 

Initially 
available  in 
Apple  & 
Cherry  and 
Pear  &  Peach 
flavours,  the 
new  350ml 
bottle  will  be 
available  in 
addition  to  the 
existing  125ml 
size. 

Suitable  for  babies 
from  four  months,  the 
drink  is  fortified  with 


vitamin  C.  It 
is  free  from  artificial 
colours,  artificial 
flavours  or  added 
preservatives,  and 


Once  opened,  the 
bottle  can  be  stored  in  a 
refrigerator  for  up  to 
four  days.  Retail  price  is 
£0.99. 

Cow  &  Gate  Nutricia  Ltd. 


contains  no  added  sugar.      Tel:  01225  768381. 


Sporting  chance  created  for  Vantage  pharmacists 


AAH  Pharmaceuticals  is 
launching  a  new  sports 
category  into  Vantage 
pharmacies. 

A  special  package  is 
being  designed  for 
Vantage  members  to 
capitalise  on  the  fast- 
growing  sports  injuries 
market. 

It  will  focus  on  the 

All  packed  up 

Nomad  Medical  is 
expanding  its  range  for 
worldwide  travellers.  It 
includes  first  aid  and 
water  purification 
products,  sterile 
equipment,  mosquito  nets 
and  treatments,  and  insect 
repellents.  Retail  prices 
range  from  £2.99  for  Iodine 
Tincture  to  £29.99  for 
Group  Leader  First  Aid  Kit. 
Nomad  Medical  Ltd. 
Tel:  0181  365  8698. 


promotion  of  a  range 
which  includes  health 
products,  vitamins  and 
supplements,  injury  aids, 
rubs,  analgesics, 
supports  and  specialist 
foot  care  products. 

The  package  will 
include  a  designated  GSL 
sports  section  within 
pharmacy,  customised 


POS  material,  specialist 
leaflets  and  information 
guides. 

Customised  training 
material  is  designed  to 
prepare  one  member  of 
staff  to  be  a  'sports  and 
health  expert'. 
AAH  Pharmaceuticals 
Ltd. 

Tel:  01 928  717070. 


Show  a  lej 


Pretty  Legs  Hosiery  is 
currently  running  a 
special  promotion  in 
conjunction  with  Moss 
Chemist.  Purchasers  of 
Pretty  Legs  lightweight 
support  tights  have  the 
chance  to  win  a  holiday  in 
Orlando,  Florida.  The 
competition  will  run  until 
the  end  of  January. 
Pretty  Legs  Hosiery  Ltd. 
Tel:  01 506  440886. 


Coughing  cat  is  back  on  television 


Seton  Healthcare  is 
supporting  its  Meltus 
cough  remedies  with 
national  TV  advertising 
during  December  and 
January. 

The  commercial 
features  the  coughing  cat 
which  has  been  used 
successfully  by  the 
company  in  recent  years. 

The  campaign  is 
designed  to  raise  brand 


awareness  and  stimulate 
pharmacy  sales. 

Part  of  a  SI  million 
support  campaign,  the 
commercial  will  be 
shown  on  GMTV.  It  will 
also  be  shown  on  70  per- 
cent of  the  regional  ITV 
network  and,  for  the  first 
time,  on  satellite  TV. 
Seton  Healthcare  Group 
pic. 

Tel:  0161  654  3000. 


Let  your  teeth  feel  the  difference 


( 'al  ter- Wallace  will  be 
supporting  its  Pearl 
Drops  toothpolish  with  a 
5400,000  advertising 
campaign  appearing 
in  cinemas  from 
November  7. 

The  20-second 
commercial  features 
television  presenter 
Melanie  Sykes  who  is 
transformed  by  the 
experience  of  using  Pearl 
Drops  Toothpolish. 


With  the  message  'Let 
your  teeth  feel  the 
difference',  it  focuses  on 
the  feeling  of  cleaner, 
smoother  teeth  and  a 
whiter  smile. 

Running  until  February 
5,  the  campaign  will 
accompany  all  films  on 
release  during  this 
period  (excluding 
children's). 
Carter-Wallace  Ltd. 
Tel:  01 303  850661. 


Scholl  boxes  clever  with  insoles 


Scholl  has  introduced  a 
special  display  box  for 
its  new  winter  insoles 
which  help  insulate  cold 
feet. 

The  box  holds  a 
selection  of  36  units  of 
Ultratherm  and  Tritherm 
Winter  Insoles. 

Available  while  stocks 
last,  they  come  with 
three  free  pairs  of 


Ultratherm  insoles,  worth 
£11.97. 

The  company  will  be 
spending  £400,000  on  a 
press,  radio  and  poster 
campaign  to  support 
its  winter  insoles 
throughout  December 
and  January. 
Scholl  Consumer 
Products  Ltd. 
Tel:  01582  482929. 


Prosport  goes  into  action  on  TV 


Seton  Healthcare  is 
supporting  its  Prosport 
sport  support  with  a  new 
campaign  on  Sky  Sports 
from  November. 

The  commercial 
targets  active  sportsmen 
who  require  protection 
and  support  for  their 
bodies. 

Players  from  a  range  of 
sports,  including  rugby, 


football,  basketball  and 
athletics,  are  featured 
preparing  themselves  for 
conflict. 

The  campaign  is  timed 
to  coincide  with  the 
major  international 
sporting  events  this 
autumn/winter. 
Seton  Healthcare  Group 
pic. 

Tel:  0161  654  3000. 


Cold  comfort 

Mars  Confectionery  has 
launched  a  Tunes 
Coldline  to  help 
consumers  who  are 
suffering  from  colds.  The 
number  is  featured  on 
promotional  packs 
available  from  November. 
Consumers  can  access 
health  tips  and  regional 
weather  news,  and 
request  a  free  health 


information  guide. 
Mars  Confectionery. 
Tel:  01753  550055. 

On  display 

Pharmax  has  introduced 
a  colourful  new  counter 
unit  and  shelf  edger  for 
its  Balmosa  Cream  for  the 
treatment  of  unbroken 
chilblains. 

Pharmax  Healthcare. 
Tel:  01 322  550550. 
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Will  pharmacy  become  a 
profession  of  employees? 


Only  prescription  medicines  will 
be  available  on  the  NHS  in  the 
future,  and  ownership  of  phar- 
macies will  pass  into  the  hands  of 
large  multinational  drug  compa- 
nies as  they  seek  to  'manage' 
patient  care  to  their  advantage, 
predicts  Profes- 
sor Ian  Jones. 

Pharmacy  is 
moving  towards 
being  an  employ- 
ee profession,  he 
told  delegates  at 
the  IPMI  confer- 
ence in  the  Baha- 
mas last  week. 
Patient  registra- 
tion for  all  might 
soon  be  an  alternative  to  the  pre- 
sent system,  he  added. 

"We  will  make  the  switch  from 
being  paid  for  dispensing  a  cer- 
tain number  of  prescriptions  to 
looking  after  a  certain  number  of 
people." 

There  are,  however,  a  number 
of  barriers  to  be  overcome 
before  the  profession  can  evolve. 
Contractors'  Terms  of  Service 
need  to  change  to  involve  phar- 
macist-patient dialogue. 

The  profession  also  needs  to 
grasp  the  nettle  of  a  'fair  day's 
work  for  a  fair  day's  pay'.  How 
much  can  one  pharmacist  do  in  a 
day?  Professor  Jones  asked.  "It 
will  be  interesting  to  see  how  the 
Society  pursues  that  key  support- 
ing aim  in  'Building  the  Future'." 

Independent  community  phar- 
macy is  the  area  that  is  going  to 
have  to  change  most  in  the  years 
ahead,  and  remuneration  will  get 
worse  before  it  gets  better,  he 
forecast.  "We  may  see  the  situa- 
tion in  the  early  '60s  revisited, 
when  frustration  led  pharmacists 


to  threaten  to  pull  out  of  con- 
tracts because  of  the  low  level  of 
remuneration." 

The  Nuffield  Report,  is  still  the 
basis  for  much  Government  pol- 
icy, but  the  practice  allowance  is 
the  only  evidence  so  far  llial 
remuneration  might 
move  away  from  a  fee  per 
item  basis  of  payment. 

Negotiations  over  the 
years  have  always  been 
dominated  by  remunera- 
tion. There  has  been  lit- 
tle negotiation  on  role  - 
f       it  is  one  reason  why 

remuneration  pnarmac^s  ar°  anx>°us 


Negotiations 
have  been 
dominated  by 


at  the  moment. 
Pharmacists  tend  not 
to  give  themselves  enough  credit 
for  the  increases  in  productivity 
they  have  achieved  in  recent 
years.  The  profession's  resis- 
tance to  change  is  due  to  lack  of 
recognition  for  its  current  dis- 
pensing role,  he  commented. 

It  still  remains  an  enigma  as  to 
whether  there  will  be  new  money 
for  new  roles.  If  there  is,  Profes- 
sor Jones  doubted  it  would 
appeal'  for  some  time. 

Pharmacists  have  difficulty 
finding  time  and  motivation  to 
keep  up  to  date,  "but  we  need  to 
become  more  clinical  in  our 
approach",  he  said.  Continuing 
education  will  be  mandatory  in 
the  future,  and  in  "a  much  more 
substantial  way  than  the  30  hours 
a  year  currently  required". 

Schools  of  pharmacy  have  to 
flunk  more  about  people  rather 
than  just  medicines,  he  said. 
Pharmacists  need  to  become 
marketing  men  rather  than  pro- 
duction men.  It  is  a  difficult  cul- 
ture shift  to  become  sellers  of 
information. 


"Pharmacists  still  spend  an  estimated  third  of  their  time  counting  and 
pouring,"  said  Professor  Jones,  outlining  the  result  of  a  survey  on  how 
community  pharmacists  spend  their  time.  The  work  was  carried  out  by 
the  division  of  pharmacy  practice  at  Portsmouth  University  among  432 
pharmacist  employees  with  the  collaboration  of  Moss  Chemists 
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Revolutionary  Compeed  plasters  for 
elbows  and  knees  can  provide  relief 
from  itching  and  the  other  symptoms 
of  mild  psoriasis.  In  more 
severe  cases,  Compeed 
^HH    plaster's  and  psoriasis 
cream  work  powerfully 
together  to  relieve  the 
infected  area.  The  unique 
Hydro  Cure  System  provides 
the  optimum  conditions  for 
healing,  protecting  and 
soothing,  giving  you  peace  of 
mind.  As  Compeed  plasters 
are  made  from  elastic  material,  they  are  slim, 
flexible  and  hard-wearing. 

The  launch  of  Compeed  psoriasis  is  backed  up  by 
advertising,  PR,  direct  mail  and  sampling.  The  peak 
season  is  September  to  April,  so  stock  up  now. 
PIP  code  243-7150. 

For  a  FREE  sample  and  more  information,  call  our 
Customer  Care  Line  free  on  UK:  0800  592938  or 
Ireland:  1800  409268. 
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EXPECT  A  TIDAL  WAVE  OF  CUSTOMERS  AS  NUROFEN  HITS  THE  SCREEN 

Nurofen  Caplets  have  recently  been  launched,  in  response 
to  consumer  demand  and  to  help  you  further  increase  your  profitability. 
So  stock  up  and  display  the  entire  range.  Then,  prepare  for  a  flood  of  new  sales. 
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Aiming  for  2 


Numark  wants  2,000 
pharmacy  shareholders. 
This  number  can  then  be 
developed  into  a  really 
powerful  national  co- 
operative multiple, 
managing  director  Terry 
Norris  told  the  Numark 
Convention  in  the 
Bahamas  last  week 


Numark  as  an  owner-driven 
retail  pharmacy  business  has 
outstanding  possibilities.  "But 
why  not  2,000  pharmacies  with 
total  sales  of  S1-S2  billion  -  a 
major  business,  a  major  brand," 
said  Mr  Norris. 

"Growth  on  this  scale  is  not  a 
pipedream.  It  is  essential. 
Increased  profits  from  growing 
front  shop  activity  will  help  fund 
the  total  aspects  of  the  total  busi- 
ness. Pharmacists  cannot  look  to 
Government  for  such  funding. 
We  must  look  to  ourselves." 

Within  the  next  12  months, 
Numark  will  pr  esent  sharehold- 
ers with  major  proposals  on 
pharmacy  computer  develop- 
ment, and  a  broad  view  on  the 
use  of  the  latest  IT  developments 
and  consumer  payment  systems. 

Mr  Norris  also  promised  a  pro- 


gramme to  assist  younger  phar- 
macists into  ownership.  "Numar  k 
will  be  the  banner  holder  of  an 
owner-led  profession,"  he  said. 

"Shareholders  must  be  per- 
suaded to  support  every  pro- 
gramme every  day.  The  revenues 
created  will  be  reinvested.  Such 
commitment  can  generate  mil 
lions  of  pounds  to  create  the  com- 
munity pharmacy  chain  recog- 
nised and  admired  most  by  the 
consumer,"  he  enthused. 

Much  has  been  achieved  in  less 
than  three  years,  but  more  is 
required  of  shareholders  -  more 
than  has  been  demonstr  ated.  "The 
returns,  professional  and  com- 
mercial, will  repay  many  times 
this  enhanced  commitment,  but  it 
must  be  for  thcoming." 

There  are  formidable  chal- 
lenges in  healthcare.  The  1997-98 
pay  settlement  -  once  again  less 
than  inflation  -  has  put  further' 
pressure  on  NHS  margins. 
Numark's  emerging  policies  will 
assist  shareholders  increase 
total  income  in  this  "difficult  sit- 
uation", he  said. 

The  boom  seen  in  other  parts 
of  the  economy  is  not  apparent  in 
front  shop  business  in  pharma- 
cies. "The  market  itself  will  not 
provide  sufficient  growth.  We 
must  provide  it  ourselves  by 
improving  the  total  offer  in  every 
way  possible.  Policies  such  as 
everyday  low  prices,  core  rang- 


Managing  director  Terry  Norris 

ing  and  advertising  arc  having  a 
positive  impact  on  volumes  and 
demonstrate  growth  above  the 
norm  is  possible,"  said  Mr'  Norris. 

He  urged  shareholders  to 
recognise  what  is  going  on 
around  them  in  the  business 
world,  and  warned  that,  alt  hough 
"commitment  may  cost  a  short- 
term  reduction  in  margin, 
Numark  must  be  allowed  the 
opportunity  and,  in  due  course, 
the  right  to  unlock  the  true 
potential  in  every  pharmacy". 

The  story  so  far 

Numark  was  relaunched  in  Feb- 
ruary, 1995,  with  820  sharehold- 
ers. The  number  now  stands  al 
1,041,  and  rebates  for  1997  could 
top  the  Sim  level,  he  predicted. 

The  number  of  Numark  whole- 
salers has  increased  from  ten  to 
14,  with  over  20  depots.  Whole- 


sale contracts  came  up  foi 
review  at  the  end  of  September 
and  have  been  renegotiated  lo 
take  in  changes  in  the  market. 

In  reaching  1.011  members, 
there  have  been  377  gains  and 
217  losses.  Of  the  losses  70  pel 
cent,  are  due  to  the  business  hav- 
ing been  s<  >ld  'Numai  k  is  w  i  >i  l< 
ing  on  a  solution  to  this  dilemma. 
There  will  be  a  unique  point  of 
difference  in  thai  the  pharmacy 
will  remain  owner-managed. 
Numark  does  not  want  to  see 
pharmacy  become  totally  a  man- 
aged profession,"  said  Mr  Norris. 

Key  areas  for  1998 

•  Information  technology  - 
developments  planned  with 
Hewlett  Packard 

•  Redefine  the  model 
pharmacy  concepts  and 
promote  them 

•  Further  investment  in 
building  Numark  brand  with  the 
consumer 

•  New  rebates  and  further 
substantial  increases  in 
shareholder  revenue 

•  Core  range  refinement  and 
merchandising  assistance 

•  Increase  number  of 
shareholders  and  pharmacies 

•  Effective  use  of  data  in 
conjunction  with  purchases 
from  wholesale  partners 

•  Increase  EPoS  installations 

•  Management  and  assistant 
business  training 

•  Expand  range  of  professional 
services  and  activities 

•  Review  central  office 
activities 


Core  ranging  claims  dramatic  results 


marketing  director  David  Wood 
(right),  winning  back  sales  in 
product  groups  which  have  been 
hit  har  d  by  the  grocers. 

Analysis  of  EPoS  data  shows 
that  baby  care  business  is  up  by 
6.3  per  cent,  hair  care  by  10  per 
cent  and  bath  products  by  16.5 
per  cent,  "even  more  remarkable 
when  you  consider  that  only  half 
of  the  scanning  stores  have 
implemented  the  core  range". 
Mr'  Wood  claimed  Numark's 


Numark  will  be  issuing  share- 
holders with  a  core  range  top 
3,000  lines  in  November,  together 
with  space  allocation  data  for 
product  groups  within  pharmacy. 

This  follows  a  move  in  April 
when  it  issued  a  core  range  list- 
ing of  the  top  and  bottom  1,000 
products  in  a  range  of  5,500  com- 
mon to  most  pharmacies. 

Retailers  who  have  imple- 
mented core  ranging  have  seen 
dramatic  results,  said  Numark 

Numark's  consumer  marketing 

Numark's  1998  promotional  campaign  will  again  cost  shareholders  £5 
per  week  to  generate  a  budget  of  around  £250,000.  Manufacturers  will 
be  offered  joint  advertising  opportunities. 
Next  year's  campaign  will  focus  on  three  key  areas: 

•  professional  help  and  advice 

•  competitive  product  and  price  offers 

•  convenience. 

Colour  press  adverts  will  tie  in  to  in-store  promotions  and  P0S.  Small 
ads  against  relevant  features  in  the  national  press  will  allow  Numark  to 
advertise  almost  every  week  of  the  year,  claimed  Tony  Smith,  managing 
director  of  Barkers  Advertising  &  PR. 

Suppliers  can  join  in  with  this  initiative,  he  said.  Numark  will  fund  50 
per  cent  of  the  cost  of  advertising  and  P0S  display,  leaving  the  supplier 
with  an  average  investment  of  around  £1,500. 


display  hire 
policy,  which 
puts  promo- 
tional lines  in 
the  window 
and  on  gon- 
dola ends, 
has  achieved 
better  com- 
pliance than 
some   maj<  >r 

pharmacy  chains.  The  pro- 
gramme is  being  extended  to 
cover  keyline  brands  in  1998. 

"We  are  asking  all  sharehold- 
ers to  fully  support  keyline  pro- 
motions by  putting  a  mandatory 
shelf  edge  barker  in  front  of  the 
product.  You  will  be  paid  a  dis- 
play allowance  for  each  barker ... 
we  hope  this  will  develop 
allowances  at  the  running  rate  of 
£240  per  year,"  he  said.  Keyline 
and  display  line  policies  will  pay 
the  shareholders'  annual  mem- 
bership fee,  he  predicted. 

Over  half  of  Numark  sharehold- 
ers have  signed  up  to  yet  another 
initiative  -  everyday  low  prices  on 
known  value  items. 


Supplier  snippets,., 

L  Pharmacists  need  to  invest 
more  in  information  technology, 
which  is  moving  from  being  a 
support  function  to  an  integral 
part  of  the  business,  said  Tony 
McDowell,  managing  director 
of  UK  pharmacy  systems  for 
NDC.  Even  the  taxman 
recognises  the  rate  of  change  in 
IT  since  the  Revenue  allows 
businesses  to  write  their 
hardware  off  over  three  years. 

GP  to  pharmacy  links  will 
happen  at  some  stage,  he 
predicted,  but  questioned 
whether  today's  frontrunners  - 
Pharmed  and  PRS-will 
actually  take  off.  He  was 
critical  of  Pharmed's  approach, 
which  required  software 
suppliers  to  support  the  system 
without  being  paid  to  do  so. '  . 
"There  is  no  benefit  to 
pharmacists  from  going  down 
the  Pharmed  route." 

He  advised  keeping  an  eye  on 
smart  card  technology  as  this  is 
an  area  that  is  going  to  develop 
rapidly  in  the  next  couple  of 
years.' 
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Model  pharmacy  concept  extended 


J8s  fe^-  - 


The  next  stage  of 
Numark's  model  phar- 
macy concept  is  to  com- 
bine the  format  with  con- 
sultation areas,  part 
funded  by  suppliers.  The 
industry  expects  it  and 
consumers  want  it, 
according  to  Mike  John- 
son, Numark's  retail  ser- 
vices manager. 

The  idea  is  not  new,  he 
said,  "but  at  the  moment 
the  consultation  area  is 
probably  the  most  under- 
estimated requirement  in 
the  industry  today".  It  will 
take  up  two  bays  of  space 
within  any  pharmacy,  but 
since  outlets  which  have 
followed  Numark's  core 
ranging  policy  have  re- 
duced stocks  by  about  20 
per  cent,  that  can  be 
found. 

Numark's  model  phar- 


macy concept  started  in  June, 
and  is  geared  to  bringing  mem- 
ber pharmacies  into  a  '90s  retail 
environment,  said  Mr  Johnson. 

Numark  has  defined  the  four 
formats  -  healthcare,  essentials, 

Kevin  Muckian's  pharmacy  is  in 
a  shopping  parad'e  near 
Paignton  next  to  a  two-doctor 
health  centre.  About  60  per  cent 
of  scripts  come  from  the  centre. 
The  business  has  a  75:25  NHS  to 
counter  split  and  turnover  is  in 
the  region  of  £800,000  a  year. 

Kevin  joined  Numark  in 
January,  and  became  the  first 
business  to  be  refitted  under  the 
model  pharmacy  concept.  The 
cost,  at  under  £1 5,000,  was 
extremely  competitive,  he  said, 
and  he  decided  to  follow  up  with 
a  remerchandising  exercise 
using  core  ranging  and 
promoting  everyday  low  prices 


neighbourhood,  and  health  & 
beauty.  The  specification  has 
been  agreed  with  shopfitters  and 
deals  negotiated  which  cut  out 
the  middleman.  Ten  pharmacies 
have  been  refitted  since  June. 

on  known-value  items. 

September's  figures  have 
shown  an  8.5  per  cent  increase 
in  counter  turnover  and  a  21  per 
cent  rise  in  scripts,  year  on  year. 


Consumers  look  for  convenience  shops 


Convenience  was  the  key  driver 
for  most  consumer  purchases, 
according  to  market  research 
recently  carried  out  for  Numar  k. 
Local  pharmacies  offered  greater 
convenience  for  either  single  or 
small  household  shoppers,  or  as 
a  top-up  outlet  for  regular  super- 
market shoppers. 

However,  for  all,  the  local 
pharmacy  has  a  strong  motivat- 
ing competitive  superiority  in  the 
areas  of  prescription  and  OTC 
medicines  which  overrides  the 
basic  convenience  dimension. 

The  local  pharmacy  offer  is 
viewed  as  being  inferior  in  the 
area  of  toiletries  and  cosmetics, 
where  the  range,  price  and  multi- 
buys  make  supermarkets  more 
attractive. 


The  ambience  of  local  pharma- 
cies was  also  criticised  in  terms 
of  opening  hours,  overcrowded 
layout,  poor  display,  the  lack  of 
an  advisory  service  for  cosmetics 
and  specialised  toiletries,  the 
lack  of  multibuys,  the  availability 
and  quality  of  own-label,  and  the 
lack  of  privacy  when  seeking 
advice  on  medicines. 

The  public  see  the  pharmacist 
as  being  detached  and  indepen- 
dent from  the  premises  they 
work  in.  The  value  of  having 
independent  advice  did  not 
extend  to  the  pharmacy  being 
independently  owned.  To  the 
focus  groups  independent  meant 
limited  product  range,  often 
dated  premises  and  higher 
prices. 


Consumers  were  asked  what 
improvements  they  would  most 
like  to  see  coming  from  local 
pharmacies: 

•  32  per  cent  wanted  Value  for 
money  products' 

•  27  per  cent  wanted  a  discreet 
area  for  advice 

•  16  per  cent  wanted  car  park- 
ing facilities 

•  16  per  cent  wanted  profes- 
sional advice 

•  only  2  per  cent  felt  that  being 
an  independent  pharmacy  was 
important. 

Market  research  conducted 
among  focus  groups  in  August 
and  quantitative  research 
among  1,000  consumers  in 
town  centres  across  the  UK  in 
September. 


Numark  shareholders  have  been 
warned  of  the  consequences  of 
breaking  the  rules.  If  they  do,  they 
are  out,  said  Peter  Marshall, 
deputy  chairman.  "Come  to 
Numark  and  we  will  police  each 
and  every  deal  we  negotiate,"  he 
promised  ethical  manufacturers. 
Retail  members  are  not  allowed 
to  trade  products  on  the  grey 
market.  If  they  do,  they  forfeit  any 
any  right  to  a  rebate.  "We 
currently  have  a  small  number  of 
members  who  tried  to  obtain 
large  quantities  of  a  special 
ethical  offer.  Their  rebates  have 
been  frozen  until  they  can  prove 
their  prescription  usage.  If  they 
can't,  they're  out,"  he  said.  "We 
will  not  have  any  member 
destroying  the  benefits 
negotiated  honestly  for  all." 


Supplier  snippets.., 

}  Keep  commercial  influences 
at  bay  in  any  systems  involving 
the  electronic  pricing  of 
prescriptions,  said  Ken 
Whittemore  of  the  National 
Community  Pharmacists 
Association,  which  represents 
independents  in  the  US. 

Electronic  transfer  of  script 
data  has  been  the  norm  in  the 
US  for  nearly  a  decade.  Mr 
Whittemore's  recommendations 
are  to  keep  any  system  simple 
and  standardised,  keep 
practising  pharmacists  involved 
and  don't  let  them  be  lured  into 
paying  for  it  (it  costs  the 
average  US  pharmacist  $25,000 
a  year). 


Supplier  snippets... 

•  Pharmacies  will  soon 
receive  a  guide  to  the  sale  of 
analgesics  from  Crookes.  This 
will  give  background  to  the 
Medicines  Control  Agency's 
decision  to  adjust  pack  sizes 
from  next  September. 

With  space  being  liberated 
from  the  analgesic  fixture  and 
'tailored'  pack  sizes,  it  is  a  good 
time  to  take  a  look  at  your 
space  allocations,  suggested 
Ken  Allen  and  John  Doherty 
from  Crookes. 

Many  of  the  packs  restricted 
from  general  sale  will  migrate 
to  the  back  wall,  creating  a 
potential  crush.  Studies  being 
run  with  Mawdsley-Brooks  and 
Rowlands  are  looking  at  the 
best  use  of  existing  analgesic 
space  and  whether  GSL  space 
freed  up  could  be  better  used  by 
other  product  categories. 

More  Profit  Line  promotions 
are  due  on  Nurofen  in 
November,  January  and  March, 
which  is  helping  the  7  per  cent 
year  on  year  increase  in 
Nurofen  sales  through  Numark 
wholesalers. 

Naproxen  or  ketoprofen  might 
be  possible  POM  to  P  switches, 
Mr  Allan  hinted.  The  analgesic 
market  is  expected  to  grow  at 
around  5.5  per  cent  a  year,  and 
pharmacy  is  expected  to  gain 
share  at  the  expense  of  grocers. 

Volume  shares  of 
paracetamol  and  aspirin  are 
increasing  at  the  same  time  as 
their  value  contributions  are 
falling.  This  is  due  to  the 
contribution  of  large-volume, 
low-profit  analgesics. 
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Call  0800  731  3728 

and  give  yourself 
an  advance 
Christmase 
ff  bonus. 


0 


0 
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It  pays  to  think  in  advance.  Order  our 


Gaviscon  Advance,  the  new  advanced 
pharmacy-only  heartburn  remedy,  is  back 
( in  TV  with  a  &lm  national  ..,_„„„. 
TV  spend  in  November. 
Our  previous  TV  campaign 
"SO^-     increased  sales  b\  100",, '. 


And  since  92%  of  trialists  are  satisfied  with  > 
Gaviscon  Advance  point-of-sale  materials  and  the  relief  they  obtain  from  Gaviscon  Advance2, 

this  Christmas  will  pay  for  itself.  y<  >u  can  be  confident  custi  inters  will  keep  c<  imin^ 

back  for  more. 


CONSULT  YOUR  PHARMACIST 


So  don't  miss  '^i"^^. 
i  tut  i  in  our  advance 
Christmas  bonus,  order 
y<  iur  point-of-sale 
materials  today* 


0 


ADVANCE 

sodium  alginate  BP  1000mg,  potassium  bicarbonate  USP  200mg. 

ADVANCED  FORMULA  FOR  HEARTBURN 


" '  ml 


n  Advance  Essential  Information 

n  Advance  Active  Ingredients:  Sodium  alginate  BP  [OOOmgand 
n  bicarbonate  USP  200mg  per  [0ml  dose  Indications:  ( lastric  reflux, 
sophagitis,  heartburn  including  heartburn  of  pregnancy,  hiatus  hernia, 
.'  associated  with  gastric  reflux   All  eases  of  epigastric  and  retrosternal 
'here  the  underlying  cause  is  gastric  reflux  Dosage  instructions: 
id  children  over  12  5-10ml  after  meals  and  at  bedtime  Children 


under  12  Only  on  medical  advice  Contra-indications:  Hypersensitivity  to 
any  of  the  ingredients  Precautions  and  warnings:  lllml  liquid  contains 
4.6mmol  (I06mg)  sodium  and  2.0mmol  (78nig)  potassium  Side-effects:  Vers 
rare  hypersensitivity  reactions  Retail  price:  140ml  £3.90  Marketing 
Authorisation:  1)063/0097  Supply  Classification:  Pharmacy  Medicinal 
Product  Holder  of  Marketing  Authorisations:  Kcckut  &  (  olnian  Products 
Limited,  Dansoni  Lane,  Mull  HUN  7DS  Gaviscon  Advance  and  the  sword 


and  circle  symbol  are  trademarks  Date  ol  preparation  I  Ictober 
References:  I  IMS  Pharmatrend  Data  lunc  1997  2  Ksl  \KX 
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.Midi  Ltd 


'"Point-of-sale  materials  include  window  display  & 
dummy  pack  as  shown. 


CD 


Reckitt  &  Colman  Products  Limited 


NUMAR 


Supplier  snippets... 

C  Bring  back  the  babies, 
suggested  Brian  Carruthers, 
pharmacy  division  manager  at 
Procter  &  Gamble,  The  baby 
category  will  be  worth  £1 
billion  by  the  end  of  the  year:  in 
pharmacy/only  the  medicines 
category  is  larger.  It  is  also 
recession-proof. 

The  category  is  significant 
because  the  shopper  is  the 
mother,  and  the  store  where  she 
shops  can  also  be  the  place 
where  she  spends  a  large  part 
of  her  disposable  income  on 
non-baby  items. 

Boots  takes  a  21  per  cent 
share  of  the  market  but  is  being 
challenged  by  Tesco,  only  three 
points  behind.  After  the  other 
grocery  multiples,  pharmacies 
hold  8  per  cent  of  the  market. 
Their  strengths  lie  in  foods  (+10 
per  cent  against  share  of  total 
market),  milks  (+32  per  cent) 
and  toiletries  (+21  per  cent). 

They  underperform  on  baby 
wipes  (-17  per  cent)  and 
nappies  (-41  per  cent),  and 
nappies  have  a  key  role  in 
influencing  shopping  habits,  he 
said.  Where  a  mother  buys  her 
disposables  is  where  she  is 
likely  to  purchase  most  of  her 
other  baby-related  items. 

However,  pharmacists  still 
hold  4.5  per  cent  of  the 
disposables  market,  worth  £21 
million.  Both  Boots  and 
Superdrug  have  reinvested  in 
the  category  in  the  past  few 
years.  In  independents, 
Pampers  has  a  73  per  cent 
share,  with  Huggies  taking  18 
per  cent.  Own-label  has 
negligible  presence. 

Consumer  research  among 
Pampers  users  in  1996  showed 
that,  although  only  10  per  cent 
complained  that  stores  they 
visited  did  not  stock  the 
product,  63  per  cent  said  the 
size  they  wanted  was 
unavailable. 

For  retailers  the  key  finding 
was  that  55  per  cent  said  that  if 
they  could  not  find  the  nappy 
they  wanted,  they  went  to  a 
different  outlet,  and  90  per  cent 
of  mothers  purchasing  Pampers 
buy  other  items  from  the  store. 


Shopping  habits  of  nappy 
buyers 

•  Sixty-five  per  cent  of 
parents  purchase  at  least  once 
a  fortnight. 

9  Sixty-four  per  cent  of 
consumers  live  within  a  two- 
mile  radius  of  the  store  from 
which  they  buy. 
®  At  an  average  £6.35  per  unit, 
they  are  the  most  expensive 
single  item  on  the  shopping  list. 
#The  average  basket  spend 
of  a  pharmacy  customer  is 
£3.96.  A  non-nappy  shopper  in 
pharmacy  will  spend  only 
£3.71.  A  regular  nappy  buyer 
will  spend  an  average  of  £6.51, 
rising  to  £1 1 .84  with  a  nappy  in 
the  basket. 


Adding  its  own  mark 


CONFERENCE  1997 


Numark's  own-brand  Distalgesic 
was  unveiled  at  the  convention 
by  NHS  business  manager  Sarah 
Sipple.  "I  hope  this  will  be  the 
first  of  many  Numark  proprietary 
brands,"  she  said. 

Following  the  first  brand 
equalisation  deal  with  Rhone- 
Poulenc  Rorer  on  Opticrom  in 
May,  negotiations  are  under  way 
for  deals  on  a  "selection  of  fur- 
ther suitable  products",  she 
announced. 

APS  has  "reinforced  its  sup- 
port of  Numark"  by  manufactur- 


5  *"Wc  Distalgesic 

Co-proxanw' 


ing  14  additional  Numark  gener- 
ics which  will  be  available  later 
in  the  year.  They  are  all  high-vol- 
ume lines  -  atenolol,  digoxin, 
isosorbide  mononitrate,  cimeti- 
dine,  prednisolone  and  aqueous 
cream. 

Support  for  Numark  pharma- 
cists in  the  field  of  diagnostics 
and  professional  services  was 
also  pledged. 
Presenting 
ethical  deals 
which  are 
both  attrac- 
tive and  com- 
petitive gives 
pharmacists 
a  precious 
commodity  - 
time,  said  Ms 
Sipple. 
Since  the 


Sarah  Sipple,  NHS 
business 

manager,  unveiled 
Numark's  own- 
brand  Distalgesic 
at  this  year's 
convention 


Numark/APS  generic  scheme 
was  relaunched  in  June  with  an 
extra  2.5  per  cent  rebate,  a  fur- 
ther 232  shareholders,  who  had 
not  previously  purchased  APS 
generics  from  Numark  whole- 
salers, have  done  so. 

The  programme  is  now  sup- 
ported by  83  per  cent  of  all  mem- 
bers, and  as  all  wholesalers  now 
support  the  scheme,  "we  will 
achieve  an  even  greater  take-up", 
predicted  Ms  Sipple.  Purchases 
are  showing  an  increase  of  80  per 
cent  year  on  year. 

A  parallel  import  programme 
with  Dowelhurst  was  introduced 
in  September.  Although  opinions 
on  Pis  are  varied,  it  was  consid- 
ered important  because  PI  usage 
of  SI, 300  a  month  is  assumed  in 
the  discount  clawback,  and  a 
high  volume  of  business  in  Pis 
was  not  going  through  Numark 
wholesalers. 

"The  scheme  has  been  well 
supported  and  now  has  full 
wholesaler  backing.  It  also  has 
the  advantage  of  making  certain 
branded  manufacturers  less 
complacent,"  she  said. 


A  new  way  to  do  business  -  together 


Category  management  is  a  new 
way  of  doing  business  together. 
It  is  a  collaborative  process 
between  manufacturer,  whole- 
saler and  retailer  to  grow  vol- 
ume, share  and  profit  by  increas- 
ing consumer  value  and  loyalty. 

The  concept  is  being  intro- 
duced by  manufacturers  across 
Europe,  said  Mohan  Mohan,  vice 
president  and  general  manager 
of  Procter  &  Gamble  Health 
Beauty  Care  &  Cosmetics. 

It  has  four  major  strategies: 

•  efficient  assortment 
®  efficient  promotions 

®  efficient  new  product  intro- 
ductions 

•  efficient  replenishment. 

In  community  pharmacy 
terms,  these  strategies  are 
backed  up  by  simple  principles. 

•  Decisions  are  always  con- 
sumer focused  -  what  is  the  cus- 
tomer looking  for  when  they 
shop  in  a  pharmacy? 

•  Take  a  total  category  view  - 
do  not  look  at  individual  brands 
in  isolation. 

•  Decisions  are  always  based 
on  the  data  available.  It  helps 
resolve  conflicting  opinions  and 
prejudices. 

•  The  process  will  not  work 
unless  it  is  based  on  trust. 

Customers  view  pharmacies  in 
one  of  four  basic  ways. 
Destination  categories  repre- 
sent the  ultimate  reason  why  a 


Procter  &  Gamble's  Mohan  Mohan 

customer  visits  a  pharmacy  - 
prescription  and  OTC  medicines, 
healthcare  advice,  etc.  They  are 
the  categories  which  provide  the 
most  significant  contribution  to 
overall  profits. 

Routine  categories  are  those 
that  consumers  may  shop  while 
they  are  in  the  pharmacy  -  bread 
and  butter  lines,  such  as  baby 
care,  skin  care,  cosmetics.  "It  is 
important,  that  products  within 
this  category  are  competitively 
priced,  particularly  'known  value 
items'." 

Convenience   categories  are 

those  that  represent  impulse  pur- 
chases. They  tend  to  be  very 
profitable. 

Seasonal  or  occasional.  This 
category  encompasses  high  mar- 
gin items  such  as  sunglasses  and 
christmas'gift  sets. 
P&G's  greatest  business  suc- 


cesses normally  evolve  from 
three  key  strategies: 

•  identify  unmet  consumer  needs 

•  develop  products  with  break- 
through technologies  to  meet 
those  needs 

•  raise  consumer  awareness 
through  heavy  advertising. 

The  company  is  spending  SI 20 
million  at  MEAL  rates  on  key 
brands  in  the  UK  in  the  next  12 
months.  Some  SI 4m  alone  is 
going  behind  the  launch  of  Ulay 
cosmetics  this  autumn. 

P&G's  total  pharmacy  business 
this  year  will  be  around  S60m. 
The  company  has  70  people  in  its 
reorganised  sales  team,  and  its 
products  will  probably  represent 
10-15  per  cent  of  the  average 
pharmacy's  non-prescription  bus- 
iness, said  Mr  Mohan. 

Since  Pampers  have  been 
delivered  via  the  Numark  own- 
goods  warehouse,  allowing  more 
competitive  buying,  the  business 
has  grown  by  93  per  cent. 

There  are  plans  to  extend  dis- 
tribution via  Pinnacle  to  a  range 
of  health  and  beauty  products, 
including  Pantene,  Head  & 
Shoulders,  Oil  of  Ulay  and  Crest. 

P&G  is  also  exploring  the 
potential  to  distribute  Ulay,  Max 
Factor  and  Cover  Girl  cosmetics 
through  the  Derby  warehouse, 
providing  a  weekly  delivery  ser- 
vice and  the  opportunity  to  re- 
duce pharmacy  inventory  levels. 

CHEMIST  &  DRUGGIST  25  OCTOBER  1997 


C^aking  waves  in 
bathtime  therapy 


ClL  EMULSIDERM  is  splashing  out  more  than  £J/4  m 
on  consumer  promotion  -  a  huge  investment  in 
the  OTC  market  for  therapeutic  bath  emollients. 

EMULSIDERM  has  three  active  ingredients,  to 
combat  S.  aureus  in  atopic  eczema  and  to  gently 
soothe  and  rehydrate  dry,  itchy  skin. 


ClL  EMULSIDERM  is  very  economical,  comparing 

favourably  with  less  versatile  preparations.  Each 
300  ml  pack  contains  sufficient  for  up  to  40  baths. 

Ct.  EMULSIDERM  is  committed  to  Pharmacy  Only  sales, 
in  synergy  with  its  sixteen  years'  prescription 
heritage. 


ORDER  EMULSIDERM  NOW  -  and  soak  up  the  sales! 


Emulsiderm 

Benzalkonium  Chloride  BP,  Liquid  Paraffin  BP,  Isopropyl  Myristate  BP 


AVAILABLE  ONLY  AT  PHARMACIES 


Emulsiderm  Emollient  abbreviated  product  information 

Presentation  Pale  blue/green  liquid  emulsion  containing  0.5%  w/w  Benzalkonium 
Chloride  BP,  25%  w/w  Liquid  Paraffin  BP,  25%  w/w  Isopropyl  Myristate  BP. 

Uses  For  the  treatment  of  dry  skin  conditions,  including  those  associated  with 
eczema,  dermatitis  or  psoriasis. 

Dosage  and  administration  Shake  bottle  before  use.  In  the  bath:  Add  7  to  30  ml  to 
a  bath  of  warm  water.  Soak  for  5  to  10  minutes.  Lightly  pat  dry.  On  the  skin:  Rub 
a  small  amount  of  undiluted  emollient  into  the  drv  areas  of  the  skin  until  absorbed. 


Contra-indications,  warnings,  etc  Keep  away  from  the  eyes.  Take  care  to  avoid 
slipping  in  the  bath.  Sensitivity  to  any  of  the  ingredients. 

Package  quantities  and  trade  prices  Polythene  bottles  containing  300  ml  £4.33; 
and  1  litre  £13.95. 

Further  information  is  available  on  request  from:  Dermal  Laboratories  Limited, 
Gosmore,  Hitchin,  Hertfordshire  SG4  7QR. 

'Emulsiderm'  is  a  trademark.  Date  of  preparation:  September  1997. 


PIT  FDR  THE  MILLENNIUM 


The  hunt  is  on  for  the  pharmacy  of  the  future.  If  you  have  designed  or  refitted  a  pharmacy  between  January, 
1996,  and  December,  1997,  then  you  are  eligible  to  enter  the  fifth  Shop  Design  Awards  co-sponsored  by 
Chemist  &  Druggist  and  Whitehall  Laboratories.  With  prize  money  totalling  £5,000,  we  are  looking  for 
pharmacies  fit  for  the  millennium 


Perceptions  -  what  the 
customers  think  -  can 
make  or  break  a  business. 
Get  it  right  from  the  out- 
side and  they  will  come 
through  the  door.  Create  the 
right  ambience  inside  and  they 
will  buy  -  and  they  will  come 
back. 

Retailing,  as  any  community 


pharmacist  knows,  is  about 
getting  the  right  mixture  of 
merchandise,  display,  price, 
service  and  environment. 

The  Shop  Design  Awards 
concentrate  on  environment. 
For  a  pharmacy  this  means 
matching  retailing  needs  with 
those  of  a  health  professional  to 
produce  a  solution  which 


demonstrates  the  premises' 
unique  position  as  a  healthcare 
provider. 

The  four  previous  Shop 
Design  Awards  have  produced 
an  impressive  array  of  entries  - 
both  from  multiples  trying  out 
new  approaches  or  working 
within  existing  corporate 
designs,  and  independents 


whose  freedom  to  innovate  has 
produced  some  stunning,  yet 
practical,  interiors. 

This  year's  Awards  are  open  to 
newly-fitted  out  pharmacies  or 
those  that  have  undergone  a 
major  refit,  and  those  where  a 
new  shopfront  has  produced  the 
right  result.  Work  must  have 
been  undertaken  during  1996  or 
1997. 

Prize  money  totalling  £5,000 
will  be  awarded  to  the  first  and 
second  placed  entries  in  the  two 
categories,  but  all  those  who 
enter  will  receive  a  certificate. 

Innovation  and  a  focus  on  the 
desired  outcome  will  count 
more  with  the  judges  than 
resources.  So  if  your  pharmacy 
has  recently  been  given  a  new 
look,  tell  us  about  your 
achievement. 

Categories 

1  Newly-opened  pharmacy  or 
a  refit  involving  all  or  a  major 
part  of  the  shopfloor. 

2  A  new  shopfront. 
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FIT  FOR  THE  MILLENNIUM 


David  Beauchamp,  managing  director  of  Whitehall  Laboratories, 
presents  the  major  prize  at  the  last  Shop  Design  Awards  -  Fit  for  the 
Nineties  -  to  Nick  Shields  of  Alexander  King  Associates 


David  Beauchamp,  managing  director  of  Whitehall  Laboratories,  co- 
sponsor  of  the  Shop  Design  Awards  for  the  fifth  time,  is  delighted  to 
maintain  his  company's  involvement  in  this  prestigious  competition. 

"To  survive  in  today's  competitive  retail  sector,  a  goal  for  all  pharmacy 
proprietors  must  be  to  provide  an  efficient  and  pleasant  environment  for 
the  public  to  shop  in,  while  retaining  that  special  professional  image 
which  sets  a  pharmacy  apart  from  mass  market  retailers. 

"By  creating  an  eye-catching  and  user-friendly  shop,  either  through 
a  complete  refit  or  by  concentrating  on  a  part  of  the  premises  or  the 
shopfront,  a  new  lease  of  life  can  be  brought  to  a  business.  But  that 
alone  is  not  enough. 

"Space  is  becoming  one  of  the  major  retail  challenges  for 
community  pharmacies.  With  the  growing  number  of  OTC  products  it 
is  imperative  that  pharmacists  display  medicines  and  other  lines  to 
their  best  advantage  and  add  value  to  each  purchase  with  their 
professional  advice. 

"Given  the  limited  space  available  in  many  outlets,  clever  solutions 
are  imperative.  They  help  ensure  consumer  satisfaction  and  have  a 
positive  impact  on  sales. 

"I  would  encourage  all  eligible  pharmacies  to  enter  this  competition, 
which  has  become  a  yardstick  for  pharmacy  layout  and  design,  and  is 
recognised  for  its  consistently  high  standard  of  entry." 


Eligibility 


1  Pharmacy  proprietors 

2  Pharmacy  managers 

3  Shopfitting  companies 

4  Shop  designers/planners. 
(Managers,  shoplifters  and 
designers  should  obtain  the 
owner's  permission  before 
submitting  an  entry.  ) 

How  to  enter 

Entrants  must  describe,  in  no 
more  than  500  words,  the 
principal  objectives  of  the  work 
undertaken  and  how  they  were 
ichieved. 

Entries  should  be  backed  up 
by  photographs  and  plans  to 
help  illustrate  the  concept  for 
the  refit,  its  implementation  and 
the  outcome. 
The  judges  will  be  looking  for: 

•  an  innovative  approach 

•  creation  of  a  professional 
image 

•  for  partial  refits  and  shop 
fronts,  sympathy  with  existing 
fittings  and  the  local 
environment 


•  evidence  that  the  refit  has 
been  planned,  bearing  in  mind 
the  services  the  pharmacy 
provides,  its  merchandise  range, 
customer  type  and  locality 

•  cost-effective  results. 


Prizes 

The  prizes  awarded  will  be: 

1 £2,000  for  the  winning 
pharmacy  in  category  1  (new 
pharmacy  or  refit  of  major 
part  of  the  shop  floor),  with 
£1,000  for  the  runner-up  and 
plaques  for  both. 

2 £1,300  for  the  winning 
pharmacy  in  category  2  (new 
shop  front),  with  £700  for  the 
runner-up  and  plaques  for  both. 

Shopfitters/designers  of  the 
winning  and  runner-up  entries 
will  receive  a  certificate  and  the 
right  to  use  the  Award  emblem  in 
promotional  material. 
All  entrants  will  receive  a 
certificate  of  entry. 


The  rules 

Work  on  the  refit  must  have  taken  place  between  January  1, 1996, 
and  December  31, 1997. 

Entries  must  be  typewritten  on  A4  paper  and  accompanied  by  an 
entry  form  giving  the  category  entered  and  the  address  of  both  the 
pharmacy  and  the  shopfitter/designer. 

Entry  forms  are  available  from  Jan  Powis  at  C&D  (tel:  01732  364422), 
Don  Sibley  at  Whitehall  Laboratories  (tel:  01628  669011)  and  from 
Whitehall  sales  representatives. 

Entries  should  be  sent  to  'Fit  for  the  Millennium',  Chemist  &  Druggist. 
Miller  Freeman  House,  Sovereign  Way,  Tonbridge,  Kent  TN9 1 RW. 

The  closing  date  for  entries  is  January  30, 1998. 

Judging  will  take  place  on  February  13.  The  judging  panel  will  be 
drawn  from  the  pharmaceutical  profession  and  the  shopfitting 
industry.  The  sponsors  will  be  represented  by  Patrick  Grice,  editor  of 
C&D  (non-voting  chairman),  and  Steve  Dickson,  director  of  pharmacy 
sales,  Whitehall  Laboratories. 

The  winners  will  be  invited  to  an  Awards  Luncheon,  and  the  results 
announced  in  C&D  prior  to  April  30, 1998. 

C&D  retains  the  right  to  publish  details  of  any  of  the  entries 
submitted. 
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OUT  &  ABOUT 


From  liquid  assets  to  mortgages 


A  Trivial  Pursuit 
question  led  to  an 
interview  with  the  Jeyes 
-a  family  with  a  long 
and  illustrious  pharmacy 
history.  John  Plant 
reports 


Pharmacist  David  Jeyes 
and  his  wife,  Georgina, 
were  at  a  Christmas  party 
last  year  when  they  dis- 
covered that  their  phar- 
macy was  featured  in  the  latest 
edition  of  Trivial  Pursuit. 

Their  friends  pointed  to  a  new 
question:  'What  did  a  Northants' 
chemist  become  the  first  to  dis- 
pense alongside  Durex  and  Dis- 
prin  -  mortgages,  cheap  novels, 
or  meat?' 

The  answer  is  mortgages.  For 
the  last  two  years,  Jeyes  Chemist 
in  Earls  Barton,  near  Northamp- 
ton, has  been  an  agent  for  Market 
Harborough  Building  Society,  as 
well  as  being  a  community  phar- 
macy serving  two  residential 
homes  and  patients  from  two 
local  surgeries. 

MHBS,  which  is  over  125  years 
old,  has  nine  branches  and  eight 
agencies  around  Leicestershire 
and  Northamptonshire.  As  well 
as  pharmacists,  agents  include 
solicitors,  accountants  and 
estate  agents. 

Mr  Jeyes  joined  up  with  the 
society  following  the  migration 
of  banks  and  building  societies 
from  the  village  over  the  last  few 
years.  No  banking  facilities  exist 
except  for  MHBS  and  a  small  vil- 
lage post  office. 

It  was  a  role  he  felt  he  could 
fill,  so  he  did,  saying:  "We  pro- 
vide a  service  for  the  village. 
When  services  are  being  taken 
away,  something  has  to  be  put 
back." 

He  almost  became  an  agent  for 
Nationwide,  rather  than  Market 
Harborough,  but  the  former  mis- 
took a  letter  of  enquiry  for  a  let- 
ter of  complaint.  Later  on,  he 
heard  about  how  a  local  estate 
agent  had  become  an  agent  for 
MHBS  -  the  rest  is  history. 

The  building  society  paid  for 
the  installation  of  a  kiosk  -  situ- 
ated in  a  corner  of  the  gift  centre 
adjacent  to  the  pharmacy  -  and 
for  staff  training.  It  provides  all 
the  traditional  services  one 
would  expect  -  customers  can 
open  accounts  with  SI 0,  use  Mid- 
land Bank  cash  machines,  open 
club  and  charity  accounts,  and 
obtain  foreign  exchange  (as 
Jeyes  is  also  a  Thomas  Cook 


David  and  Georgina  Jeyes  outside  the  building  society  kiosk,  with  manager  Lucinda  Lilley  seated  inside 


agency).  Of  the  3,000  villagers  in 
Earls  Barton,  about  800  hold 
accounts  at  Jeyes. 

The  building  society  is  run  by 
two  of  the  pharmacy's  former 
counter  assistants,  Lucinda  Lil- 
ley and  Anthea  Clarke,  along 
with  Mrs  Jeyes.  Foreign 
exchange,  money  laundering 
detection,  and  MHBS  computer 
systems  were  all  part  of  their 
training. 

Mr  Jeyes,  his  wife  and  his  three 
children  all  hold  accounts  with 
the  society,  because,  as  Mrs 
Jeyes  puts  it:  "You've  got  to  put 
your  money  where  your  mouth 
is."  When  asked  about  special 
rates  for  pharmacists,  Mrs  Jeyes 
retorts:  "Market  Harborough 
gives  everyone  a  good  mortgage 
rate." 

"Our  association  with  Jeyes 
Chemist  is  going  very  well.  We 
are  more  than  happy  with  it 
because  the  shop  is  part  of  the 
community,"  says  MHBS's  assis- 
tant general  manager,  George 
Stark. 

He  confirmed  that  the  society 
is  in  discussions  with  another 
pharmacist  and  would  welcome 
inquiries  from  others  in  the 
Leicestershire  and  Northamp- 
tonshire area  (01858  463244). 

Pioneering  family 

The  Jeyes  family  has  a  history  of 
being  pharmacy  pioneers.  David 
Jeyes  is  three  generations 
removed  from  one  of  the  inven- 
tors of  Jeyes  fluid,  Philadelphus 
Jeyes,  who  registered  on  January 
1,  1842,  making  him  one  of  the 


earliest  members  of  the  Royal 
Pharmaceutical  Society. 

Members  of  the  family  have 
been  practising  pharmacy  since 
1635,  the  year  in  which  John 
Jeyes  established  an  apothecary 
shop  in  Northampton. 

Jeyes  fluid  was  discovered  by 
brothers  Philadelphus  and  John 
in  1801.  It  helped  combat  an 
Egyptian  cholera  epidemic,  for 
which  the  family  was  subse- 
quently awarded  a  coat  of  arms 
with  the  motto:  Tenex  et  fidelis 
(tenacious  and  faithful).  C&D 
reported  on  an  order  for  15,000 
kilograms  of  fluid  for  washing 
the  streets  of  Alexandria  in 
Egypt  in  August,  1890. 

The  brothers  built  a  castle  in 
Northampton,  Jeyes  Folly,  with 
the  proceeds  from  sales  of  the 
fluid.  However,  they  fell  out  and 
the  fortune  followed  John,  not 
Philadelphus,  from  whom  David 
is  directly  descended. 

David  became  a  teacher  and 
taught  for  five  years  after  he 
graduated  from  Aston  University 
in  1968.  He  discovered  a  passion 
for  pharmacy  after  deciding  to 
complete  his  pre-registration  at. 
Westons  Chemist  based  in 
Northampton. 

"I  was  teaching,  and  married 
with  two  children.  It  was  daft  not 
to  locum  during  the  long  summer 
holidays.  Once  I  got  stuck  into 
pharmacy,  I  loved  it,"  he  says. 
After  his  pre-registration,  he 
worked  at  Richardsons  in 
Northampton  from  1977-81.  He 
moved  to  Earls  Barton  16  years 
ago. 


He  is  a  member  of  Northamp- 
ton Local  Pharmaceutical  Com- 
mittee, has  been  a  member  of  the 
College  of  Pharmacy  Practice 
since  1995,  and  was  the  RPSGB's 
Northampton  branch  chairman 
about  five  years  ago. 

Whether  this  pharmacy 
dynasty  survives  into  the  next 
generation  is  as  yet  unsure.  The 
two  eldest  children,  in  their  20s, 
have  chosen  not  to  follow  in  their 
father's  footsteps.  Hope  resides 
in  the  family's  13-year-old  daugh- 
ter, who  has  the  character  to 
make  a  good  community  phar- 
macist, according  to  her  mother. 

These  days,  Jeyes  Chemist 
forms  part  of  Earl  Barton's  his- 
toric tour,  which  includes  a  visit 
to  the  Norman  All  Saints  church 
and  Barkers  Shoes  museum. 

At  the  end  of  the  tour,  a  trip  to 
the  'Apothocoffee  Shop',  situ- 
ated next  door  to  the  pharmacy, 
comes  highly  recommended.  It  is 
run  by  Mr  Jeyes'  mother-in-law, 
Marie  Taylor,  and  forms  part  of 
Northamptonshire  and  Bucking- 
hamshire's 'teapot  trail'. 

Cut  off  my  head,  if  you  wish  me 
to  see;  Repeat  the  operation, 
and  I  will  agree:  Two  EE's  and  an 
S,  and  Y  and  a  J;  Transpose,  if 
you  will,  and  then  you  will  say; 
You've  found  an  Inventor  who 
found  out  the  way;  To  purify, 
cleanse,  and  preserve  from 
decay. 

'Enigma' from  the  1881  Jeyes' 
Household  Almanack 
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LETTERS 


Open  Letter  to  Hemant  Patel 

When  will  you  learn  about 
democracy?  You  constantly 
challenge  decisions  that  have 
overwhelming  support, 
returning  persistently  to 
matters  which  have  already 
been  addressed,  but  where 
you  have  not  personally  liked 
the  result. 

Moreover,  you  appear 
intent  on  setting  out  your  ill- 
thought-out  and  repetitious 
views  in  public,  but  only 
giving  your  readers  part  of 
the  story.  Your  latest  idea  to 
reform  the  pharmaceutical 
world  received,  if  I  remember 
correctly,  only  three  other 
votes  in  support,  when  it  was 
discussed  at  PSNC  last  week. 

It  presupposes  that  changes 
of  personnel  and  procedure  at 
PSNC  will,  by  some  magic, 
result  in  a  change  of 
Department  of  Health  policy. 
But  you  have  shown  no 
grounds  for  this  leap  of  faith 
and  logic.  The  great  majority 
of  PSNC  members  like,  I 
believe,  the  great  majority  of 
pharmacy  contractors,  are 
realistic  enough  to  see 
through  your  naivety. 

Your  utterances  are  long  on 
rhetoric,  but  short  on  realism 
and  practicality.  You  are  tall 
enough  enough  not  to  need  a 
soap-box,  though  you 
metaphorically  use  one 
anyway.  But  you  could  not 
find  time  to  attend  the 
meeting  of  the  negotiating 
team  immediately  before  the 
visit  to  the  minister,  nor  did 
you  even  send  your 
apologies. 

Whom,  exactly,  benefits 
from  your  behaviour?  PSNC's 
job  is  to  work  in  the  best 
interests  of  all  pharmacy 
contractors.  Your  style  may 
promote  your  own  personal 
objectives,  but  in  my  opinion 
it  does  nothing  to  help  those 
whom  we  are  on  PSNC  to 
represent.  Indeed,  I  believe  it 
does  much  to  damage  their 
interests. 

I  wish,  now,  that  I  had 
spoken  out  during  the 
discussion  last  Tuesday.  I  was 
too  polite  to  say  what  I  really 
thought;  I  suspect  I  was  not 
alone  in  that. 

I  am,  of  course,  only  one 
single  member  of  PSNC,  but 
it  seems  to  me  that  your 
actions  so  far  have  already 
placed  you  in  an  untenable 
position.  So  I  issue  to  you  a 
public  challenge:  nail  your 
colours  to  the  mast  and  be 
prepared  to  go  down  with 
your  ship  if  it  sinks.  Give  us 
all  a  commitment  that,  if  you 
fail  this  time,  you  will  resign 
and  get  out  of  our  hair. 
Dick  Hazlehurst 
PSNC  area  rep,  Region  2 


It  is  ironic,  in  the  week  the 
branch  secretaries  meeting  at 
Lambeth  discussed  the  recent 
resignation  of  Andrew  Burr 
from  the  Council,  that  Sky  TV 
has  begun  repeating  'Yes, 
Minister',  beginning  with  the 
episode  'Open  Government'. 

Secret  inquiries,  leaks  to  the 
press,  civil  servants 
conspiring  to  make  things  as 
clear  as  mud.  'Yes,  Minister'  is 
a  humorous  satire  on  the 
operation  of  a  government 
department,  but  recent  events 
in  Lambeth  stretch  belief 
beyond  the  point  that  a  script 
writer  could  retain  the 
credulity  in  his  audience. 

Council  has  treated  the 
membership  with  contempt 
on  this  issue  and  arrogantly 
expect  us  to  meekly  observe 
that  it  has  acted  for  the  best. 
A  veil  of  secrecy  has 
descended  and,  as  far  as  our 
elected  members  are 
concerned,  the  matter  is 
closed.  Mr  Burr  is  the  demon 
cast  out  and  all  will  now  be 
sweetness  and  light. 

Those  who  think  this  is  over 
the  top  try  asking  any  Council 
member  for  any  piece  of 
information  on  any  aspect  of 
Margaret  Puxon's  report. 
Their  silence  has  been 
demanded,  but  by  whom  and 
on  whose  behalf? 

The  picture  we  are  asked  to 
accept  is  of  someone 
motivated  by  self-interest, 
maligning  Council  members 
with  huge  sticks  wielded  by 
expensive  lawyers.  I  ask  the 
thousands  of  branch 
members  around  the  country 
who  have  heard  him  speak  if 
they  recognise  the  man  in  the 
brief  Council  statement  that  is 
all  we  are  fit  to  see  on  this 
matter. 

The  secretary  and  registrar 
informs  me  that  Council's 
lawyers  said  the  report 
should  not  be  published.  The 
deputy  secretary  told  the 
branch  secretaries  meeting  at 
Lambeth  on  October  5  that 
this  was  "an  inappropriate 
topic  for  branch  secretaries  to 
discuss",  dismissing  it  as 
"not  a  branch  matter". 

Every  penny  of  every 
retention  fee  of  every 
member  is  the  Shropshire 
branch  has  been  blown  on 
funding  this  inquiry.  It  is  my 
contention  the  membership 
has  a  right  to  know  why.  Who 
gave  the  damning  evidence 
that  led  Ms  Puxon  to  her 
conclusions?  Was  any  of  it 
contested? 

How  has  the  petty 
squabbling  that  riddles 
Council  been  allowed  to  erupt 
into  the  biggest  Council 
scandal  in  living  memory? 


How  do  they  think  they  will 
stop  pharmacists  from 
wanting  answers? 

In  May,  I  will  be  asked  to 
vote  for  seven  new  Council 
members.  Some  current 
members  will  be  up  for  re- 
election. Those  with  the 
moral  fibre  and  integrity  to 
explain  the  recent  shambles 
will  get  my  vote. 
John  Gentle 

Branch  secretary,  Shropshire 
Branch,  RPSGB 

How  the  other  half  thrives 

My  wife  is  a  marketing 
executive  with  a  double- 
glazing  company.  There,  I've 
said  it.  She  works  hard  and 
occasionally  long  hours.  My 
wife  now  gets  more  in  salary 
and  company  car  perks  than  I 
can  afford  to  take  out  of  my 
'sole  trader'  business. 

She  won't  mind  me  saying 
this,  but  my  wife  is  a  failed 
pharmacist.  Don't  get  me 
wrong.  She  would  have  made 
a  wonderful  pharmacist  but 
chemistry  was  always  a 
mystery  to  her. 

My  wife  is  a  wonderful 
woman.  She  travels  many 
miles  to  her  work  and  does  all 
the  commuting.  My  wife  is 
putting  my  two  children 
through  university.  She 
started  in  double-glazing  15 
years  ago  and  from  that  time 
she  has  supported  me  in  my 
hobby  of  23  years  - 
pharmacy. 

What  is  the  moral  of  this 
tale?  A:  be  nice  to  double- 
glazing  reps  -  they  might  be 
supporting  an  independent 
pharmacist.  B:  pharmacy, 
where  did  we  go  wrong? 
Graham  Turnbull 
Ramanno  Bridge,  Peebleshire 

To  license  or  not  to  license? 

Under  the  NHS  regulations 
doctors  have  clinical  freedom 
to  prescribe  as  long  as  a 
product  is  not  on  the  blacklist. 

There  are  many  borderline 
substances  which  are,  in 
some  instances,  medicines 
and  in  others  foods.  Evening 
primrose  oil  is  the  classic 
example.  It  is  a  food  and  not  a 
drug.  It  should  never  have 
qualified  for  a  licence.  It  is  not 
even  a  pure  substance  and  is 
more  akin  to  sunflower  oil 
than  cortisone. 

There  is  no  difference 
between  a  500mg  evening 
primrose  oil  capsule  sold  in 
health  shops  and  the 
prescription  forms  known  as 
gamolenic  acid  in  various 
guises.  Safety  is  just  not  an 
issue  -  foods  have,  by 
definition,  to  be  safe! 

Licences  for  medicines  are 
granted  for  products  which 


have  specific  medicinal 
effects  -  they  should  be 
prescribed  only  for  those 
effects.  From  the  level  of 
sales  it  seems  obvious  little  of 
the  EPO/gamolenic  acid 
which  is  being  prescribed  is 
for  the  purposes  specified  in 
the  licences. 

EPO  as  a  food  supplement  is 
blacklisted.  Why  is  gamolenic 
acid  in  a  branded  form 
permitted?  The  whole  EPO 
story  requires  deeper 
investigation. 

It  has  been  remarked  by 
marketeers  that  evening 
primrose  oil  is  a  wonderful- 
sounding  name.  People  think 
it  sounds  good  so  it  must  do 
them  good! 

Many  journalists  were  soon 
swearing  by  the  wonders  of 
evening  primrose  oil  for 
arthritis,  pre-menstrual 
tension,  eczema  and  allergies. 

Against  all  the  odds,  a 
licence  for  a  medicinal 
purpose  was  obtained  for  this 
food  and  not  just  for  one 
indication,  but  two.  However, 
it  was  not  the  indications 
which  were  important,  it  was 
the  fact  that  the  NHS  would 
then  be  prepared  to  pay  for 
any  prescription  for 
gamolenic  acid. 

What  really  needs  to  be 
asked  is  whether  this  data 
was  really  convincing  and 
conclusive.  We  have  had  no 
qualms  in  offering  EPO  as  a 
food  supplement,  as  a 
substitute  for  the  licensed 
material,  because  it  seems  to 
us  that  the  product  was  really 
being  offered  as  a  borderline 
substance. 

If  EPO  is  a  borderline 
substance,  then  it  does  not 
require  a  licence  and  if  the 
NHS  thinks  it  worthy  of 
prescription,  then  it  should  be 
treated  in  the  same  way  as 
food  stuffs  are  to  coeliacs, 
low-protein  diet  patients,  etc. 

Perhaps  Xrayser  is  right 
saying  that  Larkhall  is  playing 
games,  but  we  were  not  the 
first  to  enter  the  sport.  The 
Government  needs  to  ask 
itself  whether  EPO  in  the  form 
of  gamolenic  acid  should  not 
be  blacklisted. 

The  situation  highlights  the 
need  for  a  new  category  of 
herbal/food  preparations 
lying  between  the  simple  RDA 
vitamin  and  mineral  food 
supplements,  and  the  active 
medicinal  materials.  The 
current  situation  is  not 
credible.  The  Internet  is 
already  bringing  US  practice 
to  the  world.  There, 
melatonin  is  a  food  available 
in  ordinary  shops  and,  of 
course,  to  UK  Internet 
shoppers! 
Dr  R  J  Woodward 
Larkhall  Green  Farm 
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As  it  celebrates  its  75th       recovery.  "In  closing  companies 


i  I  hornton  &  Ross  is  a  family 
I  business  founded  in  1922. 
"We  get  a  kick  out  of  still 
being  here  when  a  num- 
s  ber  of  other  family  busi- 
nesses have  not  survived,"  says 
Jonathan  Thornton,  managing 
director. 

The  company,  whose  interests 
include  OTC  generics  and  house- 
holds products,  is  certainly 
resilient.  Since  it  was  founded,  it 
has  weathered  the  .  National 
Strike,  the  Second  World  War 
and  various  recessions,  while 
keeping  abreast  of  changing 
trends. 

Being  a  family  business  that 
prides  itself  on  a  loyal  workforce 
has  helped.  T&R  was  founded  by 
Nathan  Thornton,  Jonathan's 
grandfather,  and  Philip  Ross. 
Both  worked  in  the  chemical 
industry  when  they  met  by 
chance  at  Leeds  railway  station. 
They  soon  discovered  they  had 
much  in  common  and  decided  to 
set  up  a  chemical  company.  In 
the  1930s,  they  moved  into  phar- 
maceuticals and  continued  to 
expand. 

Jonathan's 
father,  Ralph, 
was  a  pharma- 
cist who  had 
worked  for 
Glaxo  and  who 
ran  T&R  with 
Vernon  Ross 
during  the  1960s 
and  1970s.  Mr 
Ross  remained 
with  the  com- 
pany until  the 
late  1980s. 

Today,  T&R   

has   800  lines, 

including  132  Care  OTC  generics. 

Ralph  has  retired  and  is  the  com- 


finance  director  and  took  up  his 
present  position  in  1995. 

Generics 

Market  researcher  IMS  suggests 
the  OTC  generic  sector  is  worth 
£58.4  million,  although  Jonathan 
says  that  figure  is  conservative. 

While  the  sector  is  tiny  com- 
pared with  the  OTC  market  - 
worth  about  £900m  -  Jonathan 
says  its  potential  is  excellent 
because  the  Government's  self- 
medication  message  is  filtering 
through  to  consumers.  Both 
OTCs  and  their  generic  equiva- 
lents should  benefit. 

Gerrie  Brown,  T&R's  market- 
ing director,  says  more  con- 
sumers are  giving  drugs  the 
attention  they  would  normally 
reserve  for  supermarket  goods. 
"People  are  looking  at  the  prices 
of  brands  and  asking  pharma- 
cists if  there  are  alternatives,"  he 
says.  "After  all,  consumers  can 
see  there's  no  difference  in  qual- 
ity between  own-label  medicines 
and  branded  -  both  have  been 
cleared  by  the  Department  of 
Health." 

Pharmacists 
can  be  reassured 
by  OTC  generics, 
adds  Jonathan, 
because  they  are 
not  subject  to 
advertising-led 
demand.  "With 
OTC  generics, 
much  of  the  loy- 
alty resides  with 
pharmacists  who 
recommend  the 
products,  and  that 
recommendation 
is  then  passed  by 
word  of  mouth  by  consumers," 
he  says. 


Jonathan  Thornton,  managing 
director  of  Thornton  &  Ross,  is 
proud  of  his  family  business 


pany's  non-executive  chairman. 
As  the  Ross  family  no  longer  runs 
the  business,  the  family  mantle 
rests  with  Jonathan.  That 
responsibility  was  not  predes- 
tined. Jonathan's  first  job  was  in 
chartered  accountancy,  where 
he  was  involved  in  corporate 


OTC  generics  account  for  7  per 
cent  of  a  pharmacy's  OTC 
turnover,  says  the  company,  and 
3  to  5  per  cent  of  its  total 
turnover. 

T&R's  Care  -  its  major  OTC 
generic  range  -  is  worth  about 
£9m,  while  its  total  OTC  packed 
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Df  am  flap  rccvva 


MCA  on  the  trail  of  the 
'Internet  law  breakers' 


VIedeva  to  file 
vaccine  in  US  and 
Europe  next  year 

Medeva  plans  to  file  a  licence 
application  for  Hepagene,  its 
hepatitis  B  product,  in  Europe 
and  the  US  next  year  after  a 
promising  clinical  trial. 

About  one  million  people  in 
Europe  are  infected  with  hepati- 
tis B  each  year  and  there  are  an 
estimated  350m  chronic  carriers 
worldwide. 

One  million  people  a  year  die 
from  the  infection,  which  has 
created  an  anti-hepatitis  B  vac- 
cine market  worth  about  5300 
million. 

Medeva  says  that  Engerix  B,  a 
Smithkline  Beecham  drug, 
scored  a  51  per  cent  success  rate 
in  a  UK  trial,  compared  with  72 
per  cent  for  Hepagene. 

The  company  predicts  Hepa- 
gene's  annual  sales  will  top 
5100m  by  2002. 

It  plans  to  produce  at  least 
650,000  doses  of  Hepagene  in 
2000  and  will  build  a  520-S25m 
plant  by  2001  to  increase  its  man- 
ufacturing capacity. 

One  option  is  to  buy  a  ten-acre 
site  adjacent  to  its  existing  Speke 
plant. 

Investors  reacted  positively  to 
the  news  -  Medeva 's  shares  rose 
20. 5p  to  245. 5p. 


IN  BRIEF 


Norton  manager  resigns 

John  Clarke  has  resigned  as 
marketing  manager  of  Norton 
Healthcare.  His  job  is  currently 
being  filled  by  Nick  Foster,  the 
company's  sales  and  marketing 
director. 

Numark  signs  insurance  deal 

Numark  and  Royal  &  Sun 
Alliance  have  struck  a  deal  to 
offer  Numark  staff  a  range  of 
financial  services  that  include 
pensions  for  sales  assistants, 
investment  and  general 
insurance,  and  protection  for  a 
business  against  the  loss  of 
shareholders,  partners  and  key 
employees. 

Celltech  in  patent  deal 

Celltech  has  obtained  an 
option  to  a  worldwide  licence 
on  patents  owned  by 
Seattle-based  Zymogenetics, 
a  subsidiary  of  Novo  Nordisk. 
Zymogenetics  work  involves  the 
use  of  antibodies  in  platelet- 
derived  growth  factor  and  its 
receptor  to  treat  vascular 
diseases,  such  as  coronary 
artery  disease. 


The  Medicines  Control  Agency  is 
tracking  down  eight  drag  compa- 
nies which  have  broken  the  law 
by  using  the  Internet  to  advertise 
Prescription  Only  Medicines, 
unlicensed  medicines  and  unlic- 
ensed indications  for  licensed 
pr  oducts  in  the  UK. 

Information  about  medicines 
on  the  Internet,  says  the  MCA,  is 
treated  in  the  same  way  as  mate- 
rial appearing  in  the  mainstream 
media.  That  means  Internet  drug 
advertisements  are  governed  by 
the  Medicines  (Advertising)  Reg- 
ulations 1994  and  the  Medicines 
(  Monitoring  of  Advertising  )  Reg- 
ulations 1994,  which  implement 
directive  92/28/EEC. 

The  companies  being  tracked 
include  Quality  Health  Incorpo- 
rated, which  is  using  a  London 


box  number.  QHI  is  advertising 
various  medicines  banned  in  the 
UK  and  a  number  of  POMs,  such 
as  Panidol,  says  the  MCA.  The 
Agency  is  talking  to  the  com- 
pany's legal  representatives 
about  the  infringements. 

"We're  trying  to  close  down  the 
[offending]  websites  in  Europe, 
but  some  companies  are  trying  to 
evade  that  by  using  servers  out- 
side the  European  Union,"  says 
the  MCA. 

Offshore  companies  are  diffi- 
cult to  track  and  the  MCAs  task 
is  complicated  by  the  nature  of 
the  Internet,  which  transcends 
national  boundaries.  A  company 
could  legally  advertise  certain 
drugs  on  the  Internet  in  the  US, 
but  that  information  becomes 
illegal  if  it  is  picked  up  in  the  UK. 


If  an  offshore  company  is 
clearly  targeting  its  Internet 
advertising  at  the  UK  market,  the 
MCA  will  liaise  with  the  regula- 
tory authorities  where  the  com- 
pany is  based.  The  MCA  has 
already  talked  to  the  US  Food 
and  Drug  Administration  and 
Australia's  regulatory  body. 

The  MCA  says  the  Internet 
needs  global  controls  on  activi- 
ties involving  medicines.  The 
World  Health  Organisation  has 
suggested  setting  up  a  working 
group,  which  would  include  the 
MCA,  to  find  global  solutions  to 
the  problem. 

The  self-regulatory  codes  of 
practice  for  POM  and  over  the 
counter  medicines  are  being 
updated  to  stress  that  they  also 
apply  to  the  Internet. 


Strong  pound  knocks  £42m  off  SB  profits 


Smithkline  Beecham  lost  542  mil- 
lion in  potential  pre-tax  profits 
during  the  third  quarter  because 
of  the  strong  pound. 

The  company  reported  pre-tax 
profits  up  3  per  cent  to  5385m  for 
the  three  months  to  September 
30.  Excluding  the  effects  of  cur- 
rency, SB's  profits  would  have 
been  5427m.  Its  trading  profit 
rose  3  per  cent  to  S406m  (5449m 
excluding  currency  effect).  The 
currency  fluctuation  also  low- 
ered SB's  sales  3  per  cent  to  5 1 .92 
billion. 

Its  OTC  division's  sales  dipped 
1  per  cent  to  5324m,  while  its  oral 
healthcare  sales  rose  15  per  cent 
to  5141m.  Jan  Leschly,  SB's  chief 
executive,  says  it  leads  Europe's 


oral  healthcare  market  with  an 
18.7  per  cent  share  of  sales. 

SB's  nutritional  healthcare 
sales  rose  13  per  cent  to  SI  17m. 

The  news  comes  as  SB 
unveiled  its  new-look  545m  oral 
healthcare  plant  in  Maidenhead. 

SB  has  installed  high-tech 
equipment  on  the  site,  which 
originally  catered  only  for  the  UK 
market,  so  that  it  will  take  over 
production  previously  earned 
out  by  five  European  plants. 

The  facility  is  producing  pan- 
European  brands,  such  as 
Aquafresh  and  Macleans  tooth- 
paste and  Corsodyl  mouthwash. 
Production  capacity  has  been 
doubled  to  2,000kg  of  toothpaste 
an  hour. 


Jan  Leschly  at  SB's  new-look  oral 
healthcare  plant  in  Maidenhead 

SB  says  the  plant  is  expected 
to  produce  about  298  million  oral 
healthcare  units  this  year,  337m 
next  year  and  355m  by  2000. 


Self-medication  sales  to  reach  &U28m  in  2005 


Sales  of  non-prescription  medi- 
cines will  grow  45  per  cent  to 
5 1, 128  million  by  2005,  according 
to  market  researcher  James  Dud- 
ley International. 

JDI's  latest  report  -  'Self  med- 
ication in  the  United  Kingdom'  - 
says  part  of  the  current  impetus 
is  coming  from  new  product  cat- 
egories, such  as  smoking  cessa- 
tion aids,  thrush  remedies  and 
hair-growing  products. 

But  pharmacists'  share  of  over- 
all sales  will  have  dropped  dur- 
ing the  period  -  it  currently 
stands  at  71  per  cent  -  for  the  fol- 
lowing reasons: 

•  supermarket  chains  could  sell 
br  anded  medicines  at  discounts 


if  Resale  Price  Maintenance  is 
abolished 

•  information  technology,  such 
as  efficient  consumer  response 
(ECR),  will  be  used  by  supermar- 
kets to  save  supply  costs.  Some 
of  the  saving  will  be  passed  on  to 
customers  in  discounts 

•  supermarkets'  choice  of  med- 
icines is  widening  because  more 
Pharmacy  lines  are  being 
switched  to  general  sales 

•  the  Community  Pharmacy 
Action  Group  forecasts  that  more 
than  2,200  community  pharma- 
cists face  closure  because  of 
adverse  trading  conditions. 

The  UK  market  for  non-pre- 
scription medicines  is  currently 


worth  about  5778m  and  87  per 
cent  of  its  products  are  bought 
over  the  counter,  compared  with 
81  per  cent  in  1981.  By  2005,  the 
ratio  will  be  90  per  cent, 

Dermatological  products  are 
the  biggest  non-prescription  sec- 
tor, accounting  for  25  per  cent  of 
UK  sales,  followed  by  vitamins, 
minerals  and  supplements  with 
19  per  cent,  and  cough  and  cold 
products  with  18  per  cent. 

VMS  is  the  fastest-growing  sec- 
tor, with  sales  up  54  per  cent 
since  1991. 

James  Dudley  International, 
'Self-medication  in  the  United 
Kingdom',  5495,  tel:  01494 
525385. 
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Seton  Healthcare's 
profits  plummet  by 


Seton  Healthcare's  pre-tax  prof- 
its fell  15  per  cent  to  £6.6  million 
for  the  six  months  to  August  31, 
compared  with  the  same  per  iod 
last  year. 

The  fall  in  profits  reflects 
exceptional  costs  of  £2. 6m  that 
followed  Seton's  £22m  acquisi- 
tion of  Thackraycare  -  Depuy 
International's  incontinence  pro- 
duct division  -  in  June.  Seton  had 
to  pay  for  redundancies  and  for 
rationalising  Thackraycare 's  pro- 
duct range. 


The  Medicines  Control  Agency  is 
asking  drug  companies  to  com- 
ment about  its  plans  to  ensure 
medicinal  substances  in  the  UK 
have  the  same  names  as  those 
elsewhere  in  Europe. 

The  MCA  has  published  a  con- 
sultation document,  which  will 
be  sent  to  the  companies,  profes- 
sional bodies  and  patient  groups. 
It  suggests  that  the  changes 
should  be  enforced  by  a  statu- 
tory instrument  (SI). 

In  the  UK,  the  established  nam- 
ing system  has  been  BP  mono- 
graph title/British  Approved 
Name  (BAN).  However,  Euro- 
pean law  requires  the  use  of  the 
Recommended  International 
Non-proprietary  Name  ( t  lie 
rINN).  There  are  around  200  sub- 
stances where  the  BAN  is  differ- 
ent from  the  rINN  -  in  some 
cases  the  differences  are  sub- 
stantial. A  common  example  is 
adrenaline,  whose  rINN  is  epi- 
nephrine. In  others,  there  are 


UK  pharmacies  have  one  of  the 
fastest-growing  rates  of  drug 
sales  in  Europe,  reports  market 
researcher  IMS. 

The  company's  latest  drug 
monitor  says  UK  pharmacies' 
drug  sales  grew  8  per  cent  to 
$7,438  million  in  the  year  to 
August,  compared  with  the  same 
period  last  year.  That  made  the 
UK  market  the  fourth  biggest  in 
Europe. 

Cardiovascular   sales   -  the 


Excluding  the  exceptional 
costs,  Seton's  pre-tax  profits 
would  have  jumped  18  per  cent 
to  £9. .'3m.  Its  turnover,  mean- 
while, rose  by  S  per  cent  to 
£53.:3m 

The  manufacturer's  operating 
profit,  excluding  the  exceptional 
item,  rose  21  per  cent  to  £11. 5m. 
This  is  one  of  the  benefits  of  the 
company's  decision  to  reduce 
stock  in  its  supply  chain.  Seton's 
operating  margin  has  grown 
from  19.2  per  cent  to  21.5  per 


only  slight  spelling  variations. 

The  MCA  suggests  the  UK 
should  have  a  transit  ional  period 
of  at  least  five  years,  during 
which  products  carrying  the 
greatest  potential  health  risk  will 
retain  their  BAN,  while  the  less 
familiar  rINN  is  introduced. 

It  says  the  period  will  also  give 
companies  and  relevant  bodies 
time  to  alter  their  administrative 
systems,  computer  records, 
ordering  systems  and  public 
information  leaflets. 

Progress  will  be  reviewed  by 
the  MCA  and  the  Department  of 
Health  before  the  transition 
period  ends. 

From  the  date  of  the  SI,  manu- 
facturers of  products  containing 
substanc  es  in  a  defined  list  will 
be  required  to  use  the  rINN  and 
the  BAN  on  both  labels  and 
leaflets.  Precedence  should  be 
given  to  the  rINN. 

As  the  inclusion  of  both  names 
means  the  products'  marketing 


UK's  biggest  drug  category  - 
grew  12  per  cent  to  $l,428m, 
while  those  of  central  nervous 
system  products  rose  15  per  cent 
to  $1,1 96m.  The  second  biggest 
category  -  alimentary  tract/ 
metabolism  -  performed  rela- 
tively poorly,  with  sales  up  4  per 
cent  to  £  1,427m. 

Blood  agents'  grew  40  per  cent 
to  $40m,  making  them  the 
fastest-growing  category. 

Anti-infectives  was  the  only 


interim 
15pc 

cent  and  its  cash  flow  has  also 
improved. 

Seton's  UK  medical  sales  rose 
16  per  cent  to  £23. 6m  and 
exports  were  up  10  per  cent  to 
S'.t  Lm.  But  its  UK  consumer  sales 
fell  a  fraction  to  £20. 5m.  Like  for 
like  sales  were  down  4  per  cent  . 

The  UK  accounts  for  82  per 
cent  of  Seton's  turnover,  while 
9.1  per  cent  stems  from  other 
European  markets. 

Seton's  dividend  has  been 
raised  1 1  per  cent  to  3p. 


authorisation  has  been  changed, 
the  companies  will  have  to  notify 
the  MCA  of  the  change.  The  MCA 
will  not  charge  for  this  service. 

The  list  of  substances  affected 
by  the  consultation  is  divided  as 
below. 

A  The  use  of  two  names  is  pro- 
posed, eg  for  substances  where 
there  is  the  highest  public  healt  h 
risk  of  a  change  of  name 
B  A  change  to  the  exclusive  use 
of  the  rINN  is  recommended 
from  a  specified  date.  In  such 
cases,  the  changes  are  minor  or 
the  risk  to  public  health  is  not  as 
great  as  those  listed  as  A. 
C  No  change.  Substances  that 
are  the  subject  of  proposed 
rINNs  and  are  therefore  exempt 
from  the  Directive. 

Copies  of  the  consultation  doc- 
ument and  the  list  of  affected 
substances  are  available  from 
the  MCA  Information  Centre, 
Room  1207,  Market  Towers,  Lon- 
don SW8  5NQ.  Tel:  0171  273  0352. 


category  to  experience  falling 
sales  -  down  3  per  cent  to  $462m. 

Germany  remains  the  largest 
European  market,  although  its 
sales  rose  only  1  per  cent  to 
$15, 133m.  Next  is  France,  whose 
sales  grew  2  per  cent  to 
$14,231m,  while  Italy's  sales 
were  up  7  per  cent  to  $8,788m. 

US  sales,  meanwhile,  grew  14 
per  cent  to  $65, 130m.  Its  CNS 
sales  rose  20  per  cent  to 
$12,568m. 


ADVANCED  INFORMATION 


Exchanging  Health  Informa- 
tion Healthcare  Cotitmuiiica- 
tions  Conference  will  be  held 
on  October  29/30  at  the  G-Mex 
Centre,  Manchester.  Details,  tel: 
01932  821723. 

The  College  of  Pharmacy  Prac- 
tice is  organising  a  study  day, 
'Nutritional  products  in  the  phar- 
macy', Stakis  Hotel,  Almonds- 
bury,  Bristol,  on  Sunday,  Novem- 
ber 2,  from  10.00am  to  4.00pm. 
Details,  tel:  01203  692400. 
Society  of  Pharmaceutical 
Medicine's  annual  meeting, 
November  3  and  4  at  Scientific 
Societies  Lecture  Theatre,  Lon- 
don. Details,  tel  01483  570099. 
British  Society  for  the  History 
of  Pharmacy  joint  evening  meet- 
ing on  Wednesday,  November 
19,  6.30pm,  RPSGB,  London. 
'Drugs  -  the  Kew  connection'  by 
Ann  Morton.  Tea  and  sandwiches 
from  5.30pm. 

The  Industrial  Pharmacists 
Group,  RPSGB,  is  holding  a 
meeting  on  November  27  at  the 
Society,  on  'Implications  of  new 
EU  directives  on  clinical  trials 
and  bulk  pharmaceutical  chemi- 
cals'. Details,  tel:  0171  735  9141, 
ext  289. 

The      Wallace  Hemingway 

memorial  lecture  is  being  held  in 
room  D4,  Richmond  Building, 
Bradford  University,  at  8.00pm  on 
December  2.  Glaxo  Wellcome's 
chief  executive,  Sir  Richard 
Sykes,  will  talk  on  'The  third  gen- 
eration of  pharmaceutical  R&D'. 
Details,  tel:  01274  384661. 


COMING  EVENTS 


MONDAY,  OCTOBER  27 

PSNI 

Prizegiving  evening,  the  Welling- 
ton Park  Hotel,  University  Road, 
Belfast,  8.00pm.  Supper  will  be 
served. 

TUESDAY,  OCTOBER  28 

Bath  Branch,  RPSGB 

Bath  Clinic,  Claverton  Down 
Road,  Bath,  7.45pm.  'Palpitations 
and  anti-arrhythmics'  by  Dr  W 
Hubbard. 

Leicestershire  Branch,  RPSGB 
Clinical  Education  Centre,  LRI, 
7.30  for  8.00pm.  'Herbal  medicine' 
bv  Professor  David  Phillipson. 
WEDNESDAY,  OCTOBER  29 
Harrow  Branch  RPSGB 
Clinical  Lecture  Theatre,  North- 
wick  Park  Hospital,  7.30pm.  'Pet- 
care'  by  Dr  S  Kayne. 
Buckingham  Branch,  RPSGB 
Forte  Posthouse,  Milton  Keynes, 
7.30  for  8.00pm.  'The  transition  to 
CFC-free  metered  dose  inhalers' 
by  Dr  R  Spiers. 
WCPPE,  South  East  Wales 
Pentwyn.  Talk  on  'Adverse  drug 
reactions'. 

THURSDAY,  OCTOBER  30 

WCPPE,  North  Wales  &  North 
Powys 

Caernarfon.  A  palliative  care 
study  evening,  intermediate  level. 


MCA  seeks  comments  on  drug 
name  changes  from  companies 


UK  pharmacies  are  top  of  the  performers 
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Classified 


Appointments  £26  P.S. C.C.  +  VAT  minimum  3x1 
General  Classified  £24  P.S.C.C.  +  VAT  minimum  3x2 
Box  Numbers  £12.00  extra.  Available  on  request. 
Copy  date  4pm  Tuesday  prior  to  Saturday  publication. 
Cancellation  deadline  10am  Friday;  one  week  prior  to  insertion  date 
All  cancellations  must  be  in  writing.  Contact  Emma  Beaglehole. 


Chemist  and  Druggist  (Classified),  Miller  Freeman  PLC, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW 
Tel:  01732  377222  Internet:  http://www.dotpharmacy.com/. 
ALL  MAJOR  CREDIT  CARDS  ACCEPTED 


APPOINTMENTS 


Saturdays  9am- 1  pm. 
Excellent  working  conditions  and 
support  staff.  Regular  commitment  will 
be  rewarded  with  up  to  £25  per  hour. 
Contact  0468  895868  office  hours. 

ONE  •  STOP 

COMMUNITY  STORES  LTD 


Lincolnshire  Louth 

£900  p.w.  +  Bonus 

Enthusiastic  Pharmacist  required 

to  cover  owner's  absence. 
Three  month  contract  envisaged. 
Commencing  early  March  1998. 
Contact  Mark  Birmingham  for  details. 
Tel:  01507  600934 

(after  7.00  p.m.) 
Fax:  01507  600301 


NORTHERN 
IRELAND 

2  full-time  and  one  part-time  (evenings) 
Pharmacists  required  for  a  new 
dispensing  pharmacy  with 
Safeway  Ireland's  flagship 
store  in  Coleraine. 
This  high  profile  position  requires 
commitment  to  patient  and  customer 
care  and  the  ability  to  manage  time 
and  people  effectively. 
The  salary  will  reflect  the  importance  of 
the  successful  candidates  role  in 
building  this  new  business. 

Please  send  a  comprehensive  C.V.  to: 
The  Manager, 
Daly's  Chemists, 
46  Railway  Road, 
Coleraine  BT52  1PF 


AAH 


JOIN  A  HEALTHY  BUSINESS 

NHS  BUYER 

Tamworth  (moving  to  Coventry  January  1998) 

AAH  pic  is  the  parent  company  responsible  for  the 
recent  merger  between  Hills  Pharmacy  and  Lloyds 
Chemists  creating  the  UK's  largest  neighbourhood 
pharmacy  chain  with  over  1300  branches  and  plans 
for  significant  growth. 

Reporting  to  the  Senior  Ethical  Buyer,  you  will  be 
part  of  a  successful  and  effective  trading  operation  - 
the  centre  of  our  business. 

You  will  be  used  to  working  under  pressure  and  on 
your  own  initiative,  meeting  tight  deadlines  whilst 
continuing  to  achieve  stringent  targets  and  gain 
excellent  results. You  will  have  good  negotiation  and 
communication  skills  together  with  proven 
purchasing  experience. 

You  will  receive  an  attractive  salary  which  is 
complemented  by  other  benefits. 

To  apply,  please  write  with  full  CV,  stating  current 
salary  to  Andrew  Endall,  AAH  pic,  Dosthdl 
Hall  Blackwood  Road,  Dosthill,  Tamworth, 
pic  Staffs B771JB. 


PORTRUSH 

Pharmacist  manager  required.  Must  be 
keen  to  develop  both  dispensing  and 
OTC  sides  of  the  business.  This  will  be 

both  a  challenging  and  rewarding 
position.  Newly  registered  considered. 
Apply  enclosing  C.  V.  to: 

Mr  D.  Bingham  MPSNI 
The  Square,  Markethill, 
Co.  Armagh  BT60  1RB 


N.  IRELAND 

Full-time  Pharmacist  Manager  required 
for  easily-run  Pharmacy  in  North  West 

area.  Minimal  paperwork. 
Also  part-time  Pharmacist  required. 
Please  contact  Mr  A.  Toner. 
HERON  CHEMISTS 
Tel:  01648  28203 


DISPENSING 
ASSISTANT 

(PART-TIME) 

LONDON  NW3 

Previous  experience  essential. 
TEL:  0171  435  0587  (day) 
TEL:  0171  281  7352  (eves) 


BUSINESSES  WANTED 


Need 

cover  for- 


-framing-  dati 


Over  5000  registered 
pharmacists 


Experienced  staff 

Locum  bona-fides  checked 

Mobile  and  motivated  locum 

pool 

Nationwide  coverage 
Pharmacy  staff  to  deal  with 
technical  issues 
Long  term  solutions  found 


Call  your  local  number: 


Birmingham  0121  233  0233 
Newcastle  01 91  233  0506 
Manchester  01 61  766  4013 
Sheffield  0114  269  9937 
Edinburgh  01 31  229  0900 
Cardiff  01222  549174 
London  01892  515963 
Exeter  01 392  422244 


PPLS 


PROVINCIAL  PHARMACY  LOCUM  SERVICES 
INTERNATIONAL 


ACCOUNTANCY 

SERVICES 
FOR  L0CUMS 

*  All  self  employed  persons  are 
now  required  to  complete  self- 
assessment  Tax  Returns  and 
submit  these  in  time  to  avoid 
penalties. 

*  NW  London  based  Chartered 
Certified  Accountant  provides 
full  service  for  reasonable  rates. 

0958-408135  or 
0181-908  5006 


TRY  THE  OPPOSITION!!! 
TRY  FTE  CONSULTANTS 

New  Age 
Locums  Agency 

0976  730399 
0956  364692 


NATIONAL  LOCUMS 

Top  Nationwide  Service 

*  Top  Quality  Pharmacists  with  Retail 
experience  available  for  short-  and  long-term 
*  Fast  and  reliable  Locum  service 

TEL:  01708  343087  or  0850  360371 

PHARMACISTS/TECHNICIANS  are  invited  to  register 


I  0;  1  LJ'  I 


NATIONWIDE 

Professional  Locum  Introduction  Service 

Committed  to  Dispensing  Chemists  and  Pharmacists 

Work  available  NOW  in  the  following  areas. 

LEEDS,  BRADFORD,  WAKEFIELD,  DONCASTER,  SHEFFIELD,  BARNSLEY, 
MANCHESTER  (AND  SUBURBS),  LIVERPOOL,  DERBY,  STOKE-ON-TRENT, 
NOTTINGHAM,  HULL  AND  GRIMSBY. 

Please  call:  /  From 

TADCASTER  01937  833996  (£i4.5o 

FREE  REGISTRATION  24  HOURS 


BUSINESSES  FOR  DISPOSAL 


Alliance  Valuers 

&  Stocktakers 


FIRST  TIME  BUYERS 

We  have  a  broad  selection  of  businesses  suited  to  your 
requirements  in  these  and  other  areas. 
DEVON  LINCOLNSHIRE 
WEST  YORKS  BUCKINGHAMSHIRE 
LONDON  NORTH  YORKS 

CHESHIRE  GLOUCESTERSHIRE 
Please  telephone  for  further  details. 


Pharmacy  Agents  for  all  of  the  UK  &  Ireland 
Tel  (01423)  508172  Fax  (01423)  531571 


0  A  Y 

Dl" 

LEWIS 


nils 


DAY 

DJ" 

LEWIS 


UDe,  Of* 

Expanding  chain  of  over  30  pharmacies  seeks  to  acquire  pharmacies  in 
excess  of  £400,000  turnover  in  South  East  England  and  East  Anglia.  Groups 
or  individual  pharmacies  considered.  FREEHOLD  PURCHASED.  For  a 
quick  sale  please  write,  telephone  or  fax  details  in  strictest  confidence  to: 

Kirit  Patel,  Day  Lewis  Pic,  Bensham  House,  324  Bensham  Lane, 
Thornton  Heath,  Surrey  CR7  7EQ 
Tel:  0181  689  2255.  Mobile  0860  484999.  Fax:  0181  689  0076 


CONSIDERING  THE  SALE  OF 
YOUR  PHARMACY? 

We  are  actively  purchasing  pharmacies  in  all  areas  with  a  minimum 
turnover  of  £500,000. 

For  a  professional  service  with  confidentiality  assured,  place  your 
business  in  safe  hands. 

Call  Moss  Chemists  to  discuss  your  situation.  Please  write  or  telephone: 
Chris  Aylward  or  Andrew  Lane,  Moss  Chemists,  Kern  (trove,  Keltham, 
Middlesex  TW14  9BIX  Telephone  0181  890  9333. 


PRODUCTS  &  SERVICES 


TRADER  S 


LONDON  SE1 

WHOLESALE  DISTRIBUTORS 

PERFUMERY  *  FILMS  *  BATTERIES 


OUR  PRICE  SSP 

Kodak  Gold  G.B.  135  200-36 

£1.75 

£4.99 

Kodak  Fun  flash  cameras  24+3 

£4.49 

£8.99 

DuracelIMN  1500-4 

£1.08 

£3.99 

Polaroid  600  single 

£6.59 

£11.99 

Polaroid  PC100  twin  pack  with  wallet 

£12.95 

Passport  fil 

Hugo  for  Women  EDT  40ml  spray 

£15.75 

£25.00 

Obsession  EDP  50ml 

£20.50 

£29.00 

Organza  EDP  30ml  spray 

£17.50 

£28.00 

Jean  Paul  GaultierA/S  125  ml 

£16.95 

£27.00 

Eternity  EDT  100ml 

£23.99 

£36.00 

BD  Microfine  Plus  1  ml 

£8.25 

for  100 

All  offers  subject  to  availability 
A  wide  range  of  Christmas  Coffret  in  stock 
-  Paris,  Opium,  Korus,  Organza, 
EauD'Eden,  Cool  Water  etc  in  stock.  Also  CKI  to  CKB  in 
stock 

Full  Price  List  on  a  much  wider  range  than  published  available  on  request. 

Tel:  0171-207  5472 
Fax:  0171-633  0620 


Chemist  and  Druggist  is  circulated  to  almost  16,000*  working  pharmacists  in 
the  U.K.  Why  not  reach  them  too  -  they  might  be  just  the  person  for  the  job. 
Call  now  on  01732  377222  or  Fax:  01732  368210 


'  ABC  Audited  1995 
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PRODUCTS  &  SERVICES 


NOIR  50ML  AFTERSHAVE 
(+  FREE  150ML 

DEODORANT  SPRAY)  £5.85 

COTY  lei  15ML  EDT  SPRAY  £2.00 


RRP 
£14.95 

£6.95 


HORIZON  BY  GUY  LAROCHE 
AFTERSHAVE  BALM/SHAVE 
FOAM/MOISTURISER/ 

SHAMPOO  £1.50  Each  £9.95 


JOE  BLOGGS  CRACKLING 
COLOGNE  150ML  £1.75 


TABU  100ML  EDT  SPRAY  £2.95 
L  AIR  DU  TEMPS  48ML 


EDT  SPRAY 


£7.50 


£6.95 
£7.95 

£31.00 


D.E.  Pharmaceuticals 


Call  us  on 

01661  835755 


— — —  * 

OMRx 

A  little  mistake  that 

cost  Proprietor 
Pharmacist  in  excess 
of  £5,000  a  year 

For  further  Details  On 

'NEW  DEALS' 
from  SUPPLIERS 
to  CAMRx  Buying  Group 
Call  now  on  FREEPHONE 

0800  526074 

Mr.  R.  L.  Hindocha.  BPharm.MR  PharmS.FInstD. 
54/62  Silver  Street,  Whitwick,  Leicestershire  LE67  3ET 


SIGMA 


SIGMA  PHARMACEUTICALS  PLC 

1  COLONIAL  WAY 
NORTH  WATFORD 
HERTS  WD2  4SW 

TEL:  01923  444999  FAX:  01923  444998 


PARALLEL  IMPORTS  DISPENSED  AS  GENERICS 


BECLOMETHASONE  ROTA  CAPS  200  MCG 
BISOPROLOL  TABS  5MG  &  10MG 
BUDESONIDE  TURBOHALER  400  MCG 
BETAXOLOL  EYEDROPS  0.5%  5ML 
DOXAZOSIN  TABS  2MG  &  4MG 
ENALAPRIL  TABS  5MG 
LACIDIPINE  TABS  2MG 
MOCLOBEMIDE  TABS  150-  MG 
NABUMETONE  TABS  500  MG 
PAROXETINE  TABS  20  MG 
PIROXICAM  GEL  50  GM 
PRAVASTATIN  SODIUM  TABS  20  MG 
TERBUTALINE  INHALERS  400  DOSES 
DICLOFENAC  EMUGEL  100  GM 
AZITHROMYCIN  DIHYDRATE  250  MG  (ZITROMAX) 


SPECIAL  PURCHASE  OFFERS  ON 


B.D.  MICROFINE  U100  DIABETIC  SYRINGES 
0.5  ML  &  1  ML 
MELOLIN  DRESSINGS  (U.K.  PACK) 
ALL  SIZES 
NA  DRESSINGS  9.5  CM  x  9.5  CM 


PRODUCTS  &  SERVICES 


SHOPFITTINGS 


The  Power  of  Multiples... 
the  Privilege  of  Independence 

Over  1,000  members  and  growing 


•  Excellent  terms  on  ethicals  and  OTC 

•  Over  35  preferred  suppliers 

•  Professional  Central  Office 
administration 

•  Exclusive  access  to  good  margin 
own  label  products 

•  Weekly  promotional  offers  with 
brand  leaders 


Resulting  in  substantial  financial 
benefits  to  our  members 

There  has  never  been  a  better  time  to 
consider  membership  with  Nucare 


For  an  information  pack  or 
informal  discussion  please  contact: 


Nucare  pic 

86  Northolt  Road 
Harrow 

Middlesex  HA2  OEL 
Tel:  0181-515  9800 
Fax:  0181-515  9801 


e-mail:  info@nucare.co.uk 


it 


CHEMIST  -  WANTED  -  PHARMACY 

Surplus  Coloured  Glass  Bottles  and  Jars  Wanted 
Black  Glass  Jars.  Drug  Jars  -  Blue  or  Green. 
Blue  Castor  Oils.  Coloured  Soda  Syphons. 
"Admiralty"  Square  Blue  Poisons.  Spare  Stoppers. 
Common  Blue  "Not  to  be  taken"  Poisons  -  All  shapes. 
Mixed  Assortments  of  Surplus  Bottles  as  above. 

Contact:  Eric  Padfield, 
18  Mulberry  Gardens,  Sherborne,  Dorset, 
Tel:  01935  816073  Fax:  01935  814181 


FROM  LOW  COST  PERIMETER  SHELVING  TO 
UPMARKET  PERFUMERY  SHOWCASES  TRADITIONAL 
OR  CONTINENTAL  DISPENSARIES 
CONTACT  MARTIN  BAGG  FOR  A  COMPLETE 
SHOPFITTING  SERVICE  FOR  THE  PHARMACIST 

01392  -  216606 


STOCK  FOR  SALE 


/  " 
LTL 


2  Nomad  trolleys  for  sale,  good  condition. 
Reasonable  offers  accepted. 

Tel:  01505  702271  (eves) 


VETERINARY  SERVICES 


VETCHEM 


PROMOTING  ANIMAL  HEALTH  THROUGH  PHARMACY 
Worried  about  decreasing  N.H.S.  margins?  Increase  your 
retail  sales  by  opening  up  a  pet  section  in  your  pharmacy, 
concentrating  on  P  and  PML  products.  Full  help  given 
with  suggested  planograms. 
Problems  obtaining  veterinary  medicines?  We  have  access 
to  virtually  all  veterinary  medicines. 

Give  us  a  call 

Brian  G.  Spencer  Ltd,  19-21  Ilkeston  Road, 
Heanor,  Derbyshire  DE75  7DT. 
Tel:  0800  387348 


Free  entries  in  'Business 
Link'  (maximum  30 
words)  are  restricted  to 
community  pharmacist 
subscribers  to  Chemist 
&  Druggist.  No  trade 
advertisements  will  be 
permitted.  Adverts  must 
be  submitted  on  the 
coupon  (right),  which 
must  be  properly 
completed,  and  include 
an  expiry  date  for 
products.  Acceptance  is 
at  the  discretion  of  the 
Publishers  and  depends 
on  the  space  available. 
Pharmacists  should  only 
advertise  medicines  for 
sale  where  the  product  is 
discontinued  or  in  short 
supply.  Medicines  must 
be  unopened  and  in 
original  packaging. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Miller  Freeman  House, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  

Address   

 Postcode  

Personal  RPSGB  Registration  number  

Telephone  Number  

Proposed  advertisement  copy  (maximum  30  words) 


ABOUT 


Independent  by  name 
-  and  by  nature 


Councillor  Ml  ic  In  a  el  Siniiili 

Residents  of  Knaphill,  Surrey, 
have  voted  local  community 
pharmacist  Michael  Smith  onto 
Woking  Borough  Council  as  an 
independent  councillor. 

Mr  Smith  decided  to  contest 
the  seat  after  a  Liberal  Democrat 
councillor,  Simon  Gamble,  re- 
signed because  he  was  moving 
away  from  the  area.  Mr  Smith's 
term  inns  until  May,  1999. 

He  chose  to  stand  as  an  inde- 
pendent because  he  believed  that 
it  was  important  not  to  have  polit- 
ical preferences  as  a  business- 
man. He  says:  "It  is  appropriate 
for-  a  professional  to  stand  as  an 
independent  candidate.  Other- 
wise, one  risks  alienating  a  large 
proportion  of  customers." 

His  top  priority  is  to  secure 
finances  for  a  new  GP  and  com- 
munity health  services  medical 
centre,  which  has  been  in  the 
planning  stage  for  the  last  ten 
years. 


Dumbo  of  the  bunny  world 

Pharmacist  Philip  Wheeler  of 
Barnsley  is  the  proud  owner  of  a 
record-breaking  rabbit  . 

Toby  II  is  an  18-month-old  Eng- 
lish lop-eared  rabbit  which  holds 
the  1998  Guinness  Book  of 
Records  title  for  the  longest  pair 
of  ears  in  the  world  at  29  and  a 
quarter  inches. 

Toby  II  was  selectively  bred 
and  would  be  worth  about  a  thou- 
sand pounds  if  sold.  However,  his 
title  is  already  under  threat  - 
from  Star,  one  of  his  20  offspring, 
who  is  six  months  old  and  already 
has  a  pair  of  ears  29  inches  long. 

Mr  Wheeler  owns  60  of  the  300 
English  lop-eareds  in  the  UK. 


Postgraduate  pharmacist 
successes  at  King's  College 


The  successful  MSc  (M)  and  diploma  (D)  pharmacists  pictured  on  the 
day  of  their  results,  October  8,  are  (l-r,  hack)  Narinder  Ghana  (M), 
Graham  Phillips  (D),  Rupal  Odedra  (D),  Shailen  Rao  (0).  (l-r,  front) 
Sharon  Morrow  (M),  Kanta  Patel  (M),  Anne  Lovejoy  (M),  Barbara  Adie 
(M)  and  Nishit  Patel  (M).  Michelle  Lafferty  (D)  was  not  present 


Ten  pharmacists  have  completed 
MSc  degrees  in  community  phar- 
macy or  postgraduate  diplomas 
in  community  pharmacy  at  King's 
College,  London. 
To  be  eligible  for  enrolment, 


students  must  be  UK-registered 
with  a  minimum  of  one  year's 
pharmacy  work  experience. 

The  King's  MSc  course  has 
been  running  for  two  years,  and 
the  diploma  for  five. 


Proactive  way  to  win  a  prize 


Senior  hospital  pharmacist 
Rekha  Shah  has  won  the  £200 
first  prize  in  this  year's  3M  North 
Thames  'Making  Customers  Mat- 
ter' award. 

Rekha,  from  Mount  Vernon 
Hospital  in  Northwood,  Middle- 
sex, won  the  award  for  her  proac- 
tive approach  to  medication 
management  of  elective  surgery 
patients. 

The  approach  involved  hospi- 
tal pharmacists  spending  ten 
minutes  interviewing  patients  in 
pre-admission  clinics,  two  weeks 
before  admission  to  hospital  for 
surgeiy. 

Pharmacists  took  medication 
histories  and  transcribed  rele- 
vant medication  onto  the 
patient's  drug  chart.  They 
advised  patients  to  bring  in  cer- 
tain drugs,  such  as  antihyperten- 
sives and  anti-epileptics,  with 
them  to  avoid  breaks  in  treat- 
ment. All  GP  contact  is  left  to  the 
pharmacists. 

They  also  helped  develop 
guidelines  on  long-term  medica- 
tion that  needed  stopping  or 
adjustment  prior  to  surgeiy,  such 
as  aspirin  and  the  oral  contra- 
ceptive Pill,  and  a  pain  protocol 


Rekha  Shah:  first  prize 

for  discharge  analgesia. 

The  project  has  been  running 
since  April,  1996.  "The  project 
has  helped  improve  the  image  of 
pharmacy,  and  patients  are  much 
happier.  The  surgeons  wouldn't 
want  to  be  without  pharmacists 
at  pre-admission  clinics  because 
we  save  them  time  and  money," 
says  Mrs  Shah. 

Future  plans  include  stalling  a 
self-medication  scheme  on  the 
ward,  and  getting  pharmacists 
onto  the  hospital's  anti-coagula- 
tion team. 


APPOINTMENTS 


David  Mairto  Ceuta 

David  Mair  joins  Ceuta 

Unichem's  deputy  chairman, 
David  Mair,  will  be  joining  Ceuta 
Healthcare  as  non-executive 
director  from  November  1. 

Mr  Mair,  who  will  be  the  first 
pharmacist  on  Ceuta's  board,  has 
been  with  Unichem  for  21  years 
and  was  appointed  acting  chair- 
man following  the  death  of  Lord 
Rippon. 

As  a  pharmacist,  he  has  been 
chairman  of  the  Pharmaceutical 
General  Council  in  Scotland, 
chairman  of  the  Standing  Phar- 
maceutical Consultative  Commit- 
tee (also  in  Scotland)  and  is  a 
member  of  the  Scottish  Execu- 
tive of  the  Royal  Pharmaceutical 
Society. 

The  Royal  Pharmaceutical 
Society's  Community  Pharm- 
acist Group  has  elected  Gerald 
Zeidman  as  chairman  for  the 
coming  year,  with  Jeremy 
Clitherow  as  vice  chairman.  Mr 
Zeidman  is  chairman  of  the 
Society's  Barnet  branch  and 
also  acting  chairman  of  Barnet 
Health  Authority.  Eight 
nominations  were  received  for 
two  vacant  places  on  the 
committee  and,  following  a 
committee  ballot,  Noel 
Baumber  and  Michael  Levitan 
have  been  co-opted. 
Dr  Ray  Rowe,  of  Zeneca 
Pharmaceuticals,  has  been 
appointed  professor  of  in- 
dustrial pharmaceutics  at  the 
University  of  Bradford. 
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For  jjty  insurance  there 
is  only  one  name  -  Ml 

Some  further  examples  of  savings  made: 

|  Before  renewing  your 
\  existing  insurance 
call  us  FREE 
and  see  how  much 
you  could  save 


For  an  immediate  quotation: 

FREEPHONE 

0800  801043 

THINK 


#  i 


THE  PHARMACY  MUTUAL  INSURANCE  COMPANY  LTD. 

38  St.  Peter's  Street,  St.  Albans,  Herts.  AL1  3NP.  Facsimile:  01727  845765. 


Big,  bold  national  campaign  including 
posters  and  adshells 


Impactful,  heavyweight  national 
TV  campaign 


in  a  chic  boutique 


Powerful,  hard-hitting 
press  campaign 


THE  No.l  SELLING  EAR  WAX  TREATMENT  IS 
MAKING  EVEN  MORE  NOISE  THIS  YEAR 

Otex  became  brand  leader  just  3  months  from  launch,  fuelling  an  incredible  25%  growth  in  the 
ear  wax  market.  Otex  has  become  one  of  the  great  OTC  sensations. 

Now  we're  putting  even  more  noise  behind  the  No.  1  pharmacy  recommended  ear  wax  treatment. 
The  new  "Otex  Hear  Drops"  campaign  gains  further  momentum  in  1997  with  national  TV,  posters, 
radio  and  press.  With  so  much  promotional  noise,  your  customers  can't  fail  to  hear  about  Otex. 

Britain's  No.  1  selling  ear  wax  treatment 

Clinically  proven  to  reduce  the  need  for  syringing 


Lively  radio  campaign 


EAR  DROPf 

dm'i  action 
to  help  remove 
j  ear  wa- 


fors)  jg 
Easy        is  ■ 


otex  ma- 

EAROHOSS  ^{jj 

8irfe  mm 


Urea  hydrogen  peroxide 


OTEX  Trademark  and  Product  Licence  held  by  Diomed  Developments  Ltd.  Hitchin,  Herts,  SG4  7QR,  UK.  Distributed  by  DDD  Ltd,  94  Rickmansworth  Road,  Watford,  Herts,  WD1  7JJ,  UK, 
Directions:  Tilt  head  and  gently  squeeze  up  to  5  drops  into  ear.  Leave  for  a  few  minutes  and  then  wipe  surplus  with  tissue.  Repeat  once  or  twice  daily,  if  necessary  whilst  symptoms  clear. 
Indications:  For  the  removal  of  hardened  ear  wax.  Contra-indications  and  Precautions:  Do  not  use  if  sensitive  to  any  of  the  ingredients,  if  ear  drum  is  known  or  suspected  to  be  damaged,  in  cases 
of  dizziness,  if  there  is  any  other  ear  disorder  (such  as  pain,  discharge,  inflammation  or  tinnitus),  or  at  the  same  time  as  anything  else  in  the  ear.  Do  not  use  Otex  after  syringing  or  after  ill-advised 
mechanical  efforts  to  dislodge  wax.  If  in  doubt,  or  if  there  is  a  history  of  ear  problems,  seek  medical  advice  before  use.  Keep  away  from  eyes.  Side-effects:  Instillation  of  ear  drops  can  aggravate  the 
painful  symptoms  of  excessive  ear  wax,  including  some  loss  of  hearing,  dizziness  or  tinnitus.  If  irritation  or  pain  occurs  during  use,  or  if  symptoms  persist,  stop  treatment  and  consult  your  doctor  Keep 
all  medicines  out  of  the  reach  of  children.  |  FOR  EXTERNAL  USE  ONLY.  |  Legal  Category:  \p\  Packs:  Bottles  of  8ml  (PL01 73/01 51 ),  RSP  £3.95  (£3.36  exc.  VAT).  5/97. 
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Nicotine  withdrawal  can  be  recognised  by  patients  suffering'  from  at 
least  four  of  the  'withdrawal  symptoms'  listed,  within  24  hours  of 
cessation. 


Depression  or  dysphoric  mood 
Irritability,  frustration  or  anger 
Anxiety 
Restlessness 

Difficulty  concentrating 
Insomnia 

Decreased  heart  rate 

Increased  appetite  or  weight  gain 

Symptoms  usually  reach  a  peak  of  intensity  about  48  hours  after 
smoking  cessation  and  then  gradually  decline  over  3-4  weeks. 
Craving  and  hunger  may  continue  for  several  months.  Weight  gain 
is  a  well  documented  symptom  of  smoking  cessation,  partly  due  to 
the  association  between  smoking  and  reduced  food  consumption. 

Nicotine  Replacement  Therapy  (NRT)  is  based  on  the  rationale 
that  tobacco  withdrawal  symptoms  are  due  to  nicotine  depletion  and 
addresses  both  the  behavioural  and  pharmacological  dependence  of 
smoking. 

Dependence  "  Behavioural     +  Pharmacological 

Dependence  Dependence 

(I  land-to-mouth  (Effect  of  nicotine  on 

actions)  the  body) 

NRT  is  the  most  widely  studied  of  all  smoking  cessation  agents  and 
is  proven  as  an  effective  means  of  assisting  smokers  with  nicotine 
withdrawal  symptoms  to  help  them  cope  with  overcoming  their 
habit. 


Nicotine 

The  first  form  of  NRT,  nicotine  gum,  was  developed  in  the  1960's 
following  an  investigation  into  irritability  among  Swedish  sub- 
mariners while  at  sea. 

The  Swedish  navy  approached  the  University  of  Lund,  Sweden, 
who  determined  that  the  sailors  were  suffering  from  'nicotine 
withdrawal  symptoms'  due  to  temporary  smoking  abstinence. 

As  the  addictive  nature  of  nicotine  was  well  established,  the  scientists 
reasoned  that  by  producing  a  method  of  replacing  the  nicotine,  they 
could  prov  ide  the  smokers  with  craving  relief,  but  w  ithout  the  other 
harmful  ingredients  in  tobacco. 

The  University  developed  an  ion-exchange  resin  containing 
nicotine  in  a  gum  base.  This  nicotine  chewing  gum  allows  nicotine 
to  be  released  from  the  gum,  w  hich  is  then  absorbed  in  the  mouth 
through  the  buccal  cavity. 

The  development  of  nicotine  gum  marked  a 
breakthrough  for  smokers  who  were  determined 
to  cut  out  smoking. 

For  the  first  time  a  nicotine  product  was  available  to  help  smokers 
overcome  their  tobacco  dependence.  Nicotine  gum  delivers  enough 
nicotine  to  prevent  the  occurrence  of  withdrawal  symptoms,  and 
allows  smokers  to  overcome  the  physiological  dependence  on 
nicotine,  by  gradually  reducing  nicotine  intake. 

Further  investigation  led  to  nicotine  gum  being  registered  around 
the  world  as  a  proven  ami  effective  aid  to  smoking  cessation.  The 
first  nicotine  gum  was  launched  as  a  2mg  strength  prescription 
only  medication  in  the  Linked  Kingdom  in  1981. 


pharmacy 


De-regulation  of  the  2mg  nicotine  gum  to  a  pharmacy  only 
medicine  (May  1991),  market!  the  beginning  of  a  new  and  profitable 
pharmacy  market.  The  successful  OTC  launch  of  2mg  nicotine  gum 
was  reflected  in  high  sales,  and  also  highlighted  public  need  for 
effective  products  to  aid  smoking  cessation. 

Consumer  and  pharmacist  demand  led  to  the  OTC  launch  of  a  2mg 
mint  flavour  nicotine  gum  in  September  1993  and  de-regulation  of 
the  4mg  original  flavour  nicotine  gum  to  OTC  status,  and  the 
launch  of  a  4mg  mint  nicotine  gum  soon  followed. 


This  comprehensive  range  offered  eveiy  smoker  a  wider  choice  of 
NRT  to  suit  their  individual  smoking  needs.  The  2mg  nicotine  gum 
was  found  to  be  most  effective  amongst  low  to  medium  dependency 
smokers  (fewer  than  20  cigarettes/day),  whilst  the  4mg  nicotine  gum 
fulfilled  heavier  smokers'  (more  than  20  cigarettes/day)  demand  for 
a  higher  strength  gum. 


A  simple  and  reliable  method  for  assessing  the  level  of  nicotine 
dependence  is  the  Fagerstrdm  Tolerance  Questionnaire  (FTQ)  w  hich 
rates  dependence  according  to  the  responses  to  six  questions.  People 
with  a  score  of  over  sev  en  are  considered  highly  dependent. 

The  first  cigarette  of  the  day  is  regarded  as  the  most  important  as  it 
alleviates  possible  withdrawal  symptoms  from  the  night  s  abstinence. 
4mg  nicotine  gum  is  most  effective  for  patients  who  smoke  more 
than  20  cigarettes  a  (.lay  and  light  tip  within  the  first  20  minutes  of 
waking  -  these  are  classed  as  'highly  dependent1  smokers.1 


Questions 

Answers 

Points 

f .  How  soon  after  you  wake  up 

Within  5  min 

3 

do  you  smoke  your  first  cigarette 

6-30  min 

2 

31-60  min 

1 

After  60  min 

0 

2.  Do  you  find  it  difficult  to  refrain 

from  smoking  where  it  is  forbidden  e.g. 

Yes 

1 

in  church,  at  the  library,  in  cinema,  etc? 

No 

0 

3 .  Which  cigarette  would  you  hate  most 

The  first  one 

to  give  up? 

in  the  morning 

1 

All  others 

0 

4.  How  many  cigarettes/day  do  you  smoke? 

1 0  or  less 

0 

11-20 

1 

21-30 

2 

3 1  or  more 

3 

5.  Do  you  smoke  more  frequently  during 

the  first  hours  after  waking  than  during 

Yes 

1 

the  rest  of  the  day? 

No 

0 

6.  Do  you  smoke  if  you  are  so  ill  that  you 

Yes 

1 

are  in  bed  most  of  the  day? 

No 

0 

an  overview 


Today  Nicotine  Replacement  Therapy  (NRT)  has  become  a  popular 
and  promising  approach  for  helping  smokers  overcome  their 
nicotine  dependence.  The  methods  of  administering  NRT  are  varied 
and  presently  include  gum,  patch  and  spray  formulations. 


Despite  the  government's  intention  to  reduce  the  prevalence  or 
cigarette  smoking  to  20%  by  the  year  2000/  the  entire  smoking 
cessation  market  has  decreased  by  1 1.8%  in  the  last  year.  Since  the 
launch  of  the  nicotine  patch  the  NRT  market  remained  quite  Hat  for 
some  time.  More  recently  however,  the  market  has  grown  by  2.3%. 4 


Willpower  and  motivation  are  still  the  overriding  factors  in  success 
and  the  benefits  of  encouragement  from  friends,  relatives  and  the 
pharmacist  cannot  be  underestimated.  Research  shows  diat  people 
are  more  likely  to  be  successful  if  they  completely  cease  smoking. 


There  is  an  ideal  opportunity  for  the  introduction  of  new  forms  of 
NRT,  as  a  greater  choice  of  options  will  help  more  smokers  succeed 
in  quitting. 


It  is  vital  to  remember  the  importance  of  your  role  to  ensure 
the  correct  product  recommendation  and  for  counselling.  All 
the  NRT  presentations  reviewed  are  used  for  a  period  of  up  to 
three  months,  with  a  staged  reduction  in  dosage  to  tail  off  use. 
Research  shows  that  people  have  difficulty  giving  up  smoking, 
but  are  more  likely  to  succeed  if  given  support  and 
encouragement  from  health  professionals. 

This  series  consists  of  five  parts  which  mil  culminate  in  a  multiple  choice 
questionnaire.  For  spare  copies  of  the  individual  inserts  and  a  free  binder 
please  write  to  F'REEPOST  MK15  11,  Consumer  Healthcare  Division, 
Davy  Avenue,  Knowlhill,  Milton  Keynes  MK5  SPH. 
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